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EXECUTIVE TECHNIPLAN 


Globe-Wernicke’s new, exciting modular office equip- 


ment is a direct result of a comprehensive market 





study of the desires and needs of the Executive Group. 
Contemporary styling, a multitude of color combina- 


: tions, and a wide variety of components are some of 
a Ze the reasons why Executive Techniplan will appeal to 
( P1 HOW HOW. men who demand an office that reflects their own 

f : ; good taste. 
of dislindlion, cee A strong national advertising campaign beamed 
. directly at Executives will point out these features, 
via four-color, full-page ads in Fortune, Newsweek, 


Business Week, and other leading publications. A 


magnificent four-color brochure on Executive Techni- 





plan is now available to all G/W franchised dealers. 
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If you are not a Globe-Wernicke franchised dealer, | 

it’s time you investigated all the advantages of being : 4 

one. Imagine being able to offer your customers all T 
™ 

the superior products of the entire Globe-Wernicke ' sale. ( 

past | 


line. Why not write for full information today? 


remember... success 


depends on the strength of your line 


GLOBE-WERNICKE 


Cincinnati 12, Ohio 





i MANUFACTURERS OF THE WORLD'S FINEST BUSINESS EQUIPMENT, SYSTEMS AND FILING SUPPLIES 
IW & 
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Three highly saleable machines make up Olivetti’s 
Portable Line: 
1. The Lettera 22, the portable portable—traveling 
companion, family friend, student’s delight. 
2. The Studio 44, the office portable—the portable for 
people who don’t like portables! 
3. The Summa 15 hand adding machine—survey 
8 : 
shows it’s your customer’s best buy. 
The line offers dealers full-profit opportunities on each 
sale. Olivetti dealers chalked up record sales during the 
past year—and 1958 will be much bigger! 


rir 
AAA 


LIFE Magazine readers will see Olivetti full-color, full- 
page ads 130 million times during the first 6 months of 
1958. The Olivetti name will be well-known as never 
before! 

Olivetti machines are the reliable products of a large 
and experienced manufacturer. Olivetti employs 22,000 
people, makes and assembles its products in 11] factories 
in 6 countries on 3 continents, has been making type- 
writers for 50 years, has made and sold three million 
typewriters, including a million portables. 

For information, write Portable Division, Olivetti 
Sales Corporation, 580 Fifth Ave., New York 36, N. Y. 


olivetti 


- - - for more details circle 145 on last page 














LIGHT BLUE 


DARK BLUE 


Bo TANG 


*The ORIGINAL 
Loose-Leaf Cover with 
Built-In Fasteners 


Here they are—the “cream of the crop” 
of loose-leaf covers—DUO-TANG. These 
distinctive, popular creations provide a 
real combination of color and quality, 
plenty of natural consumer appeal with- 
out premium price. 

With the most complete range of colors 
and materials of any loose-leaf cover line, 
DUO-TANG offers your customers a wide 
selection for all their loose-leaf problems. 
Simple briefs—elaborate presentations— 
utility covers—fancy covers—catalog 
covers—instruction manual covers. All 
at down-to-earth prices. 

Contact us and let us show you how this 
“Imitated but never duplicated’’ cover can 
play a great part in your sales picture. 







of - 7 ORANGE 








WHITE 








YOU SELL MORE COVERS 
WHEN YOU SELL 


CO_OR 







Ellngeworttnre co. 





200 South Peoria Street, Chicago 7, Illinois 


- - + for more details circle 123 on last page 
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DEAR READER: 


The lead pencil, like the wheel, 
in a class by itself when you start rat- 
ing inventions according to what they 
have done for the human race. It is 
one of modern man’s first tools and 
it is found throughout the world 
wherever men are planning for the 
future or recording for posterity. 

It seems especially fitting that this 
humble servant of civilization should 
take a bow — as it will during Pencil 
Week, starting Feb. 24. The Lead 
Pencil Manufacturers Assn. is to be 
complimented for originating this pro- 
motion. Dealers will want to use the 
promotion kit described on page 60. 

Another subject still fresh in our 
minds is the recent Western Area 
NOFA Conference and Exhibit held in 
California. The success of that affair 
was largely a result of the efforts of 
George D. Nielsen, area chairman. 
After the busy days of the conference 
itself, Mr. Nielsen passed along these 
reflections: 

“One thing that I sincerely believe 
our conference has proven is that the 
stationers and office furniture dealers 
have grouped together to work in 
harmony, and have combined their 
efforts instead of opposing each other, 
which is indeed to the betterment of 
the office furniture industry as a 
whole. The purchasing agents also 
realize now that stationery people 
actually deal in office equipment and 
furniture of all kinds, and are im- 
portant to the office furniture industry. 
Stationery people are in the office fur- 
niture industry to stay. 

“I definitely feel that our Western 
Area Conference resulted in more re- 
spect to both stationers and office 
furniture dealers, and that they can 
and will work more closely together 
in the future.”’ 

This month we are bringing you a 
new feature called “Capsule Com- 
ments.”’ On page 9 you will find 
this timely collection of quotes, trends 
and predictions in a condensed form 
edited for the busiest of readers. Each 
month we hope to bring you in the 
same manner the cream of the crop, 
so to speak, of speeches, surveys and 
announcements pertaining to our field. 


We think you'll like it. 


The Editors 
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$2.95 Four-Way 
- Shop Dispenser 


with your purchase of 24 rolls of TEXCEL 
clear Cellophane Tape, 1/2” (or wider) x 2592’ 











SPECIAL detachable mounting plate makes 4-position moun 
ing possible! (Bottom, Back, Left or Right side.) 


. Order now—offer expires February 28th. 
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MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER 


Washington, De Ce 
January 15, 1958 





The pesky regulation on business expense deductions which the 
Internal Revenue Service plans to enforce for 1950 is likely to be 
overruled by Congress in the new session. 


As written, the rule requires the reporting of every penny received 
by every employee in payment for expenses incurred, though the Revenue 
Service contends that what it is looking for is the big executive who 
receives income under the guise of expenses. 


| 
A 


Sen. John Marshall Butler (R., Md.) and others are pushing legislation 
which would provide that taxpayers who are reimbursed for no more than 
$1,000 in one year need not report the expense money at all. 


Despite the emphasis in some quarters on increased defense spending 
as a strong stimulant in 1956, it is doubtful that the race to catch up 
with Soviet science will be felt to any noticeable degree before the end 
of the year. Defense spending rose to an annual rate of about $39 billion 
in the last two months of 1957 and it is wlikely to go above $0 billion 
for 1958. The highway program will be pouring more money into the economy 
than will the increased defense expenditures. 








A sharp decline in expenditures by business for new plant and equip- 
ment appears likely to offset most of the gains from higher defense 
spending and the highway program. Where such spending hit a high of about 
$37 billion during 1957, this year may see a drop to $35 billion. During 
the first quarter of 1958, it is estimated that capital expenditures will 
be at an annual rate of only $33.5 billion, with cold weather responsible 
for some of the reduction. 


In general, it looks as if 1958 will be about the same as 1957 for 
business — declines in many areas and increases in others. These will 
about cancel each other, which is no consolation for those businesses 
with declining profits. 





Some economists are more pessimistic. The chief economist for the 
U. S. Chamber of Commerce, Emerson Schmidt, expects a decline in business 
activity at least as severe as in the recessions of 199 and 195), with 
unemployment averaging between four and five million for the year. 


For stationers in downtown areas who are considering a move to the 
suburbs, the Commerce Department has some interesting data based on an 
analysis of Census Bureau figures. 











In examining the statistics, the Commerce Department found that 
retail store sales soared 32.3 percent in 5 large metropolitan areas 
around the nation from 198 to 195), while sales in the downtown 


business centers increased only 1.6 percent on the average. 


The average, however, can be misleading because of wide variations 
around ite Some of the downtown business districts, for example, 
displayed sales declines of up to 16 percent, while others showed gains 
ranging from 1 to 37 percent. 


The clear fact revealed in the analysis was that no single business 
district (downtown) equaled its metropolitan area in relative sales growth. 


Members of the House and Senate Postoffice Committees are predicting 
that 1955 is the year when postal rates will finally be boosted, including 
a hike for first class mail. They point out the postal deficit is growing 
bigger than ever following a recent increase in pay to the railroads for 
hauling mail. 





The paper industry has opposed postal rate increases in the past on 
the ground that higher mailing costs will discourage the use of stationery, 
envelopes and the like. 

Secretary of Commerce Sinclair Weeks, who finally has recognized 
the "mild dip" in the economy during the last few months of 1957, predicts 
a continuation of the dip for the first part of 1958 and then a climb. 





"Stiff competition" will be a chief characteristic of business for 
1958, according to the Secretary. He termed this a "priceless ingredient 
of our systen." 


The year-end review by the Commerce Department, which accompanied 
the Secretary's comments, called 1957 as a whole the most prosperous in 
history. The review said "all of the comprehensive measures of economic 
activity averaged higher in 1957 than the year before, notwithstanding 
some easing in business during the past few months," 


Gross national product, the sum of all goods and services produced 
in the United States, expanded to a new high of $435 billion in 1957, 
according to the Commerce Department. Though the figure represented 
an increase of about 5 percent over 1956, it mst be pointed out that 
almost all of the increase was accounted for by higher prices rather than 
by increased production or consumer demand. 


Expenses of preparing a sales catalog having a useful life of more 
than one year must be treated as a capital expenditure and amortized rather 
than being deducted as a current expense. This has been ruled by the U. S. 
Tax Court. For catalogs useful for only a single year, the whole expense 
may be deducted in the year incurred. 





The Federal Trade Commission is planning to revise its trade practice 
rules on paint brushes, Under the proposal, it would be an unfair trade 
practice to use the word "bristle" in describing brushes made from any 
material except hog or swine hair, to use "China bristle" to designate any 
brush except those using hog or swine hair imported from China, or to fail 
to disclose the use of second hand materials. 
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Members of the U. S. Senate and House of Representatives wound up 1957 by 
sending more than a million holiday greeting cards, according to a survey by 
Rust Craft Publishers. Sixty-one percent reported they purchased their cards in 
Washington D. C., rather than in their home districts. 


If the trade association movement has any aches and pains, they are growing 
pains, says Philip M. Talbott, president of the U. S. Chamber of Commerce. The 
entire movement is a long way from being dead, he told a luncheon of Washing 
ton Trade Association Executives. He pointed out that 1957 was one of the biggest 
trade and association convention years in history and said research activity alone 


would justify the existence of trade associations. 


Seventy percent of top credit executives interviewed in 25 industries declare 
their concerns are giving more than usual consideration to revised office pro- 
cedure and installation of new office equipment. The question was among those 
asked in a survey by Henry H. Heimann, executive vice president of the National 
Association of Credit Men. 


New product development should be started by the customer rather than the 
research laboratory, a mecting of American Management Association members 
was told. Ray B. Allen of A. B. Dick Co. said that determining what new prod- 
ucts the customer wants is more critical to business success, and often more 
difficult, than making the products themselves. One of industry's greatest prob- 
lems, he said, is keeping the engineering and research staff in touch with product 


users. 


Credit department operating costs are on the upswing, partly because the revolving 
credit type of account usually brings higher bad debt losses. This is reported in 
the Credit Management Year Book for 1957-58. 


Dun & Bradstreet’s 142 offices mailed their annual requests for financial state 
ments in January to approximately 3 million businesses across the nation. The 
requests go to virtually all manufacturers, wholesalers, and retailers in the United 


States who seek or grant commercial credit. 


Whole-dollar accounting, in which pennies are eliminated by rounding out each 
figure to the nearest dollar, is saving time and money for a growing list of firms 
Amounts of exactly 50 cents are rounded to the nearest even dollar. Thus $2.50 
becomes $2 and $3.50 becomes $4. The Controllers Institute of America says 
savings up to 60 percent in posting and 43 percent in checking are achieved 
through such simplification. When the process 1s applied to a number of trans- 


actions, additions and subtractions tend to cancel out. 


“The writing machine of tomorrow may well print whole lines at a time, faster 
than the eye can follow,” said Philip M. Zenner, Royal McBee president, in 
ceremonies marking production of the 10 millionth Royal typewriter. He predicted 
that writing machines will undergo radical changes to fit them for new roles in 


the age of office automation. 
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Atlas Desk and Safe Co. has 
produced a new type of locking 
bar which can become a part of 
any standard file and is hinged 
to slip out of the way when not 





in use 

The locking bar is said to elit 
inate the time loss and storage 
problems of removable shafts on 
filing cabinets. It is made of 
heavy-gauge steel and conforms to 
government specitications for the 
protection of classified informa 
tion. 


Tape Index Tabs 2 

Pressure sensitive labels and tabs 
are offered by the Datrel Co. to 
help users of magnetic recording 
tape to index, locate and log in- 
dividual selections on used reels. 

Called Tape-Index, this new 
product is described as breaking 
a bottleneck which has retarded 
the growth of tape as a recording 
medium. 





Wire Desk Tray 3 


A new type of desk tray with 
all spring wire construction is of 
fered by The Mayer Manufacturing 
Corp. as a functional desk acces 
sory. 
oy Because of the simple design 

Bev =the company says its Mayco “Ex 
ecutive” desk tray requires little or no dusting and offers 
easy accessibility to papers in the bottom of the tray. There 
are no sharp edges and no assembly is necessary. It is available 
in three finishes. 


Luxury Index Book 4 
The Mink-Dex, a new luxury 
telephone index book, has been 
announced by the Elbe File & 
Binder Co. to retail for $55. 
The binder is covered in 
pastel mink and trimmed with 
gold edging and name plate for 
personalizing. Gold edged ad- 
dress and index sheets with kid- 
grain gold lining make the 
interior almost as luxurious. 


Circuit Tape 5 

American Chart Service, Inc., has announced a new self 
sticking special purpose tape, particularly well suited to pro- 
ducing printed circuits. 

Available in various widths and patterns, the tape is 
described as a time saver in preparing mechanical layouts 
Long or short curves and radii can be “inked in’ without in- 
struments and without waiting for ink to dry. 
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Thick Lead Pencil 6 


The Raven No. 302, newest member 
of the Joseph Dixon Crucible Co 
Pencil line, has been named after the 
bird in Edgar Allan Poe’s famous 
poem because its writing qualities 
are said to be as smooth, glossy and 
coal black as the raven’s feathers 
The Raven is a bold marking pencil. designed for use 
in art classes and studios, newspaper editorial departments 
and offices requiring intense black strokes of moderate sheen 
on many varieties of paper stock 


Swedish Typewriter 


Facit, Inc.. has introd {a new 
Swedish-made typewriter designed 
by Count Sigvard Bernadotte, The 
streamlined standard machine fea- 
tures improved touch control, 
ultra-light carriage and lightning- 
fast type bar return 





New operating devices include 
a “multimatic tabulator’ system with up to 20 pre-set stops 
controlled by a single lever and a special key-jam_ release 
mechanism to clear keys that accidentally bunch together 


Useful Package 8 


A new twist in gift packaging 
is this trim, modernistic all- 
purpose plastic box offered by 
Parker with its 61 pen and 
pencil set. Decorated with a 
variety of fabrics from India 
the boxes can be used in the 
home or office for cigarets, 





stamps, paper clips or notes 
The box is included with the 
purchase of the set for $35 


Files 9 

Oxford Filing Supply Co. has add 
ed the 432 Tudror to its line of Penda- 
flexers. The Tudror offers increased 
filing capacity and provides for fol- 
lower blocks in both top tray and 
bottom drawer for either hanging or 
conventional folders 

The unit has high sided bottom 
drawer with full cradle suspension 
and 2-inch roller bearing casters. It's 
also available in legal size 





Spring Designs 10 

Yellow is featured as the 
color for spring by Eaton Paper 
Corp. in a well-balanced spring 
collection of writing paper. 

There are special teenage 
studio-type notes, 
others for women of sophis- 
ticated taste and floral-deco- 
rated papers with — spring 
flowers predominant. 


designs, 
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Franchises now available 


‘| for DeJUR-Triumph 


“| Typewriters—Electrics, 
Standards, Portables- 


notes, 


4 








including models 


“wired-for-sound”. 


Write! Wire! Phone! 


Phone AStoria 8-1040 






DeJUR-Amsco Corporation 
Att: M.S. Stevenson 


Sales Manager, Typewriter Division 


45-01 Northern Blvd. 
Long Island City 1, N. Y. 


the most valuable franchise 


in the business equipment field 


DedUh 
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TYPEWRITERS 
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ns g NEW PRODUCTS ....... 
Calling Card Box 


A desk top accessory, called q 
Secretariat, holds up to 500 sta 
ard size business cards. It lists 
$6.95 without initials 

Bull's Eye Products Corp. says 
meets a common need whe 
to keep the innumerable calli 
cards that collect in a busine 
man’s wallet, under his blotter a 
in the nooks and crannies of § 
desk drawers 


Baseball Dart Game 


: A new type of baseball dart game 
@eeeeoeee#ee#€3eecieesetee?ese? se 


Bulan has the features 
to REDUCE YOUR COSTS 


called “Mr. Pitch’ has been announced 
by General Sportcraft Co 
It's a game of skill for 2 to 18 
players who pitch suction-type darts. 
Depending on how accurately they 
throw their darts, they can strike out 
or walk the batter, make him hit into 
a double play, or give him singles, 
doubles, triples or home runs. Circular 
indicators at the side of the board are 
used to keep track of balls, strikes, outs and men on base. Th 
board, measuring 24 by 30 inches, has a regular bull’s-e 
game on the other side 


Drafting Tool 1 
f + a A newly designed porta 
VARIABLE > : = _. \: : drafting machine, so comp 


1 i that it can be foided jackkniff 
PITCH SHELVES Pp S— 


style to fit in a pocket w 
L ~ |}. detached from drawing boag 
has been introduced by Da 
May be changed from level to sloped . . . — * save. " 
raised or lowered . . . added or removed without ‘Shechieiad” aad 4 7 
tools or special labor to change departments Poa ah 5 : ' — ‘a 
“overnight”. Give double the merchandising sr Fg eer sagined * ¢ Wrap —_ 
effectiveness at lower first cost .. . lower opera- protractor and triang es. ra tette is made of aluminum. 
etluaeeds  _ . mee mnmiehieeetere attached drawing board fits into a briefcase.. 
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BULMAN HAS THE MERCHANDISING KNOW-HOW New Packaging 14 


Eagle Brand typewriter ribbons, to be 
TO INCREASE YOUR PROFITS marketed through stationers under a new 
policy, are being vacuum packed and heat 


sealed by transparent vinyl plastic to a dis- 
You get the benefit of Bulman’s experience play card. 


with over 30,000 stores . . . proven ideas for The cards are hung on a revolving wire 
store layout, color scheme, stocking and display | rack requiring one square foot of counter 
at no additional cost . . . Know-how that has space. The company says tests have shown 
meant a 31.2% AVERAGE sales increase for | the new 
all Bulman-engineered stores. 





packaging has tremendous con- 
sumer appeal and minimizes errors in 
customer selection 


Write, Wire or Call Dept. MS-28 


eeceoeeeeeeeeeoeoeee ee eee eee Flip File 


THE Bulman CORPORATION 


Grand Rapids, 2, Michigan 
World Leader in Self-Selection Merchandising 


An expanded version of ¢ 
flip file, called the Flip-Fili 
dex, is now available in doub 
capacity to protect and pf 
serve 200 record cards for sw 
fact-finding, according 
Joshua Meier Co. 

The portable file contaii 
plastic envelopes attached 
steel rods to a pressboard tra 

The cover is made of pigskin. There are five colors and th 
sizes, ranging in price from $8 to $12. 


Canadian Subsidiary: Bulman of Canada (Store Equipment) Ltd 
4984 Dundas Street, W 
Toronto, Ontario 


(Continued on page 46) 
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OrHE_ MOS# REMARKABLE ADVANCE 
VER MADE IN TYPEWRITER CARBO 


ook—M &V NU-KOTE —the first and only plastic-base typewriter @prbon. 
Opies stay crisp and clegn; can’t smudge. One NU-KOTE sheet outlasts 


dinary carbons 3 to 1. -KOTE gives clear, sharp copies from first to 
last, NU-KOTE: in one all-purpose grade, for all copy workgfor all typewriters. 


@ _ 












.. .andnow let your practiced dealer’s eye look at the 


PROFIT-PULLING POWER 
Om TYPEWRITER NU-KOTE 


the most remarkable advance ever made in carbon paper 














































€ sensationally advanced! Exclusive plastic base and printing- 
a“ press principle of making impressions give you and your customers the biggest § 
benefits in the history of carbon paper. Here are some of them: 





slashes inventory needs! Look: One weight and finish of 

M&V NU-KOTE answers all standard requirements for any style of type- 
aes ~ writer. Your inventory is simplified and reduced, your investment in it cut 
2 ~, down. And your customers get the same benefits. How can you beat that? 





simplifies salesman training! No longer will your salesmen § 
have to be technically trained experts to match the carbon to your customers’ 
applications. NU-KOTE fits all copy work and gives outstanding results on 
any typewriter, manual or electric. 


new package loaded with sales appeal! Look at the 
striking purple package shown on the other side of this page. An eye catcher ~*~ 
with real pulling power. Smart looking! Modern! 

b alway 
makes the copies that stay clean! M&v NU-KOTE is the J) frequ 
one carbon paper in the world that lets you promise clean copies that stay F folloy 
clean, erase clean, keep typists’ hands clean. Not a tired old claim but a 
NU-KOTE fact. 


whicl 


— 


miser 
tive 
outlasts any other carbon! Proved in our laboratories, proved 
in day-to-day use: A single sheet of NU-KOTE outlasts several sheets of 
ae ordinary carbons. 


expre 
plicat 
W 


have 


uniform copies first to last! Not only that, but each copy is 


sharp, clear, clean, right down to the last. Typists love it! = 


Wh 
just 





move in on this one fast! There’s never been a typewriter 
carbon that could offer so much to you and your customers— whether they’re 
value-minded businessmen or the girls who do the typing. Don’t let one 
profitable NU-KOTE day get by you. Send coupon for free sample and 
information on how you can be a NU-KOTE dealer. givin 
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SEND FOR FREE SAMPLE! GET DEALERSHIP FACTS! Pe 


DEALER SALES DEPT., BURROUGHS DIVISION, BURROUGHS CORPORATION, DETROIT 32,MICHIGAN what 
‘a Without delay send me a FREE SAMPLE of new NU-KOTE Typewriter Carbon. © to r 











[_] Also information on how I can become an M&V NU-KOTE dealer. prtst 
retal 
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In my Opinion 


“WHICH WAY DID THEY G0?” 


“| ou can’t win ‘em all!” 

That's an expression which has 
always irked me. It’s one you hear 
frequently among defeated athletes 
follow:ng a miserable performance, 
which is usually followed by another 
miserable performance because correc- 
tive action isn’t a concern. And, the 
expression has a glaring business ap- 
plication, 

With reference to the customers you 
have lost over the last year how ac- 
curately can you answer the question: 

Which way did they go?’ Have you 
them off with a para- 
phrase of the above? 

I can't help but feel that in the re- 
tail end of our industry we are not 
giving sufficient consideration to the 
problem of why we are losing cus- 
tomers. We are not, therefore, taking 
advantage of one of the most reliable 
and readily available sources of sug- 
gestions on how to improve our busi- 
And, we're not making 
organized efforts to reduce the number 
of accounts which for one reason 
or another go elsewhere. 

When you consider how hard most 
dealers customers and 
what energy and dollars are expended 
to retain customer interest, it is sur- 
prising to find such a weakness among 
retailers, Yet, it’s there. How about 
you ? 


just written 


nesses. 


work to get 


As an example, let me list a few 
typical replies to the question: “What 
do you do when you lose a customer ?”’ 
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“Nothing! I've got my hands full 
with those who like me.” 

“Some one else will come along.” 

“Tf it’s a big one, I call him. Some- 
times I can win him back.” 

“T never lose customers!”’ 

Brother, this is shouting, “You 
can’t win them all”, and in sports or 
business I’m sure many readers will 
agree it’s discouraging to hear. 

It may sound like “just more paper- 
work,” but here's an idea that can help 
anyone who finds himself guilty of 
not giving proper attention to this 
problem. 

Compile a comprehensive list of in- 
formation you'd like to glean from 
the controlling individual at each ac- 
count you The may 
cover matters from your personnel to 
your advertising, from service to bill- 
ing practices. You can be the judge. 

Then, force yourself . . . or a 
trusted colleague . . . to visit the key 
person involved. Get the questions an- 
swered, Compile answers over several 
months. Now, analyze the 
Here is a constructive step toward pre- 
venting future losses for similar rea- 
sons, 


lose. question 


results. 


The dealer who suggested this prac- 


tice says that he was able to uncover 
“almost immediately” two unfortunate 
weaknesses in his operation that he 
was unaware of. Why not try it out. 
After all, who can afford to lose too 
many customers. 

Incidentally, there is another side of 
this picture. Fred Messner, writing in 
Printer’s Ink recently, discussed an ad- 
vertising campaign utilizing a Report 
Card. The card reported why cus- 
tomers had left the advertiser over a 
recent period, and then explained the 
losses in terms that actually lauded 
the company. 

This company turned a compilation 
of lost accounts into an ad campaign 
that presented a novel “pitch” and 
created a vivid impression that it had 
plenty of confidence in itself . . . by 
admitting that everyone loses some 
customers, 

I suggest the advertising thought as 
sort of an incentive bonus for initiat- 
ing some system of recording reasons 
for your loss of customers. Your con- 
sciousness of the problem and the 
ideas for improving your operation 
that can be reaped will be the primary 
benefit. 

Why not give it a try? 


Maceth D Shaved 


On his way to see a customer, Mr. Gorman 
takes along a chair and his 


grip of sales literature 
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five times the customer will buy a chair that is left on trial 


our ! 
back 
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we s¢ 
sell h 


time 
he always keeps alert to the seat® offer 


ing requirements of his customers 
He takes notice of the types of chair 
used by the typists, the stenograph- 
ers, the executives and those used 
by others in the waiting room. Then 
without mentioning anything about 
chairs to the customer, he shows up 
on his next visit with one that he 
intends to leave on a trial basis. 
“The only time a customer is reall 
interested in chairs is when there is 
a shortage,’ Mr. Gorman feels. ‘But 
when it comes to replacement, it 
difficult to sell them. The average 
customer feels that, as long as he 
and his office staff have something 
to sit on and there have been n0 
complaints, then replacing chairs & 
just an unwarranted expense. 
“Yet we know that employees cat 
Salesman Joseph Gorman, left, lets the purchasing agent's secretary test a chair that he is re mane ree comtnenannt, aoe pe 
ete magna > ce more work and enjoy greatét 
satisfaction at work when using the 
proper chair for a specific job. The 
same is true for the boss or executive 
himself. So on each call I take% 
( pr of the best ways to sell a tioners. ‘Because once it is in use, mental note of the chair or chaifs 
chair is to get it into the cus- he explains, “it becomes a regular that certain individuals should b 
tomer’s place of business,” says part of the customer's equipment using and I make sure I bring one of 
Joseph H. Gorman, salesman for H and a sale almost always follows.’ them along on my next visit.” 
W. Clopp Co., Trenton, N. J., sta- As Mr. Gorman visits his accounts, The Clopp Company stocks 4 
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he seat: 
stomerts 
yf chairs 
1ograph 


g about 
10WS Up 
that he 
SiS. 


accounts for a 


complete assortment of chairs for 


every office need. Yet many custo- 
mers and office executives are not 
of the variety of chairs that 
are especially constructed to provide 
the greatest comfort and utility for 
different jobs or positions. To them, 
a chair is a chair. When a new ac- 


count needs chairs or a customer is 


awatlt 


specifically interested in buying ad- 
ditional chairs, the store’s salesmen 
can sell them the right chair for the 
right job. But the weakest link in 
the chair sales situation appeared to 
be the replacement market. Custo- 
mers seldom replace chairs unless it 
is absolutely necessary. 


“And it is the replacement mar- 


ket,” Mr. Gorman points out, ‘that 


sizeable portion of 


our new chair sales. We can't sit 


back and wait until the chairs in the 
customer's office break down before 


we scll him new ones. We have to 


sell him new chairs long before that 
time. And 
offering comes in mighty handy.” 


here is where our trial 
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From a previous visit, Mr. Gor- 
man determines the chair a customer 
needs. When he brings it in on his 
next visit, he asks if he might leave 
it for several days to be used by the 
person for whom it was meant with- 
out any obligation on the part of the 
This usually 
granted and Mr. Gorman leaves it. 

He explains to the customer why 
he brought the particular chair. It 
may be a chair, a 
swivel no-arm chair for the typist, 


customer. request 1s 


womans steno 


an armchair with extensions for 


greater comfort of the boss or a 
straight chair used by persons being 
interviewed. He points out its fea- 
tures, the extra comfort it will pro 
vide and its tendency to promote 
greater efficiency. 

‘Usually, by the time I make my 
next visit, the chair has become a 
part of the office and sometimes a 
‘part’ of the person using it,’ Mr 
Gorman reports. “As a result, I sell 
four out of five chairs that | 


for trial purposes 


leave 


Mr. Gorman, left, 
explains the differ- 
ence between chairs 
to a prospect who 
came to his firm's 
showrooms to see the 
entire stock 


“Sometimes the chair I leave is 
returned and the customer asks for 
a different type. I still make a sale 
In other cases, a customer may not 
be ready for the replacement chair 
at the moment. I make a note of this 
and usually sell him at a latter date 

Gorman has found that sometimes 
the sale of one chair through a trial, 
results in the sale of several others 
In one company, for example, he left 
a padded typist chair for one of the 
office girls. This chair was used by 
other typists in the office and they 
requested similar ones from the pur 
chasing agent. Result: the sale of five 
new chairs. 

Of course, if the customer needs a 
variety of chairs, Gorman brings him 
to the showroom to see everything 
that is stocked. 

The H. W. Clopp Co. recently 
stimulated the sale of chairs by a con- 
salesmen. Points were 
given for all chairs left on trial with 
customers and more points for the 
final sale. Eighty percent of all the 
chairs left on trial were sold. 

The point system worked like 
this. For new chair left on 
trial with an established account, the 
salesman earned 5 points. For each 
chair left with a new account, he got 
10 points. For every chair sold to 
a new account, the 


test for its 


each 


salesman was 


credited with from 30 to 60 points, 
depending upon the price of the 


Sales to established 
were worth half as many points. 


chair. accounts 


Points were redeemed in cash, each 
point worth 6 cents. On one trial of- 
fer and chair sale to a new account, 
a salesman could earn more than 2 
dollars over and above his regular 
commission: 

“We ran this 
month,” the store owner said, ‘‘and 
we sold more chairs than in any 
previous six-month period. But even 
more important than the sales made 
during the contest was the training 
that our salesmen received in learn 
ing how to sell the replacement 
market. All they had to do was ob- 
serve the seating requirements of 
their customers and promote the trial 
use of chairs. The rest was easy 


contest for one 
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The ABC’s of Research\* 


sens management problems is becoming 4 
necessity. 

As profit margins are competitively reduced and 
expenses become difficult to hold down, sales volume 
alone no longer will assure a satisfactory net profit. 

Facts are needed for many decisions which for- 
merly could be based on guesswork. These facts are 
the result of research of some form. 

The following suggestions for researching af 
problem from A to Z should be thought-provoking 
for those executives who accept the idea that guess- 
work isn’t good enough nowadays. find 


A — Analyze all available data pertaining to a situa K - 
tion. Too often decisions are made without acquiring 

and studying all the facts. The “A” could also beagle L— 
reminder to strive for accuracy. carr 


prol 
B — Budget the time spent on a problem or projet geo, 
to keep it in line with its relative importance in terms 
of profit gain from probable results. Break down 1f M- 
problem into its component parts. brea 


and 


It’s simply a matter of gathering the right facts 
and using them in the right way. Dr. Lapp’s 
hints should be very helpful in the important 


areas of problem-solving and decision-making 
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C— Collect evidence. Catalogue information as it is 
collected. Various ways to collect evidence include 
personal interviews, surveys, rating scales, tests, ob- 
servations, trial experiments and analyses of recorded 
data 


D — Develop your ability and that of others in your 
organization to approach problems scientifically. De- 
fine the problem accurately and discipline yourself 
to complete a research project once started. 


E— Enumerate all the variables involved in a problem 
and cvaluate their relative influence on the situation. 


F— Footnote any written report. At a future date 
someone reading the report may not be aware of 
sources you may have drawn upon to reach a con- 
clusion. Also, follow up one research study with 
another when factors or conditions are changed. 


G — Generalize conclusions after the specific prob- 
lem has been met. In this way the conclusions may be 
helpful in future decisions. 


H — Hypothesize by setting up tentative conclusions 
to be tested. This will help guarantee the applicability 
of your research. 


I— Interpret your findings clearly, concisely and 
logically. Investigate all sides of a problem and in- 
quire when you are not certain. 


J — Join the efforts of management and employees 
to gain acceptance and implementation of research 
findings. 


i — Keep an open mind on the results of research. 


L — Limit the scope of any research so that it can be 
carried out within your company. Many research 
problems can be limited by time period, product, 
geographic area, or function involved. 


M — Master the tools necessary for research such as 
break-even analysis, distribution cost analysis, simple 
and multiple correlation analysis, and operations re- 
search. 


N — Note all human relationships which may be in- 
volved in the results of a quantitative study. 

O— Outline in detail what is involved in a research 
study and follow up by outlining the recommendations 


for action based on your findings. 
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P — Plan each project carefully and be sure to pre- 
scribe a course of action when a study is completed. 
Otherwise research becomes sterile. 


Q — Question each decision from all viewpoints. 
Quote authorities to lend support to a viewpoint when 
necessary. 


R — Record ideas as they come to your mind and 
realize the limitations of your research. 


S — Schedule progress target dates for the completion 
of each phase of a research study. Suspend judgement 
until you have collected all information. 


T — Test the conclusions of your research for validity 
under as many varied conditions as possible. Think 
creatively; this is a keystone to all helpful research. 


U — Use words and language in your reports that will 
be understood by those who will have to carry out 
the findings and recommendations. 


V — Verify findings by alternate means when pos- 
sible. 


W — Write a report on all research so that it will 
be available for future reference. 


X — X-ray your thinking processes to keep bias from 
creeping in. 


Y — Yield to side issues only when they are relevant. 


Z— Zip up your research findings with conclusions 
and recommendations. “Z’’ could also stand for the 
zeroes that will be added to your profit margin by 
research. 

These tips should help you get greater returns for 
your research efforts. In following the ABC's of re- 
search, here is the order in which the main steps 
should be organized: 

Maintain an open mind and recognize danger 
signs that indicate a problem might exist. 

Define a problem when recognized. 

Collect all pertinent data on the problem, both 
inside and outside your own operation, to find out 
why it exists. 

Analyze the data. 

Prepare tentative conclusions. 

Recommend a course of action based on the 
conclusions. 

Write a report covering research methods, find- 
ings and recommendations for future reference. 
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Get the Most Out of 





Thorpe & Martin, the first Boston stationer to try self-service merchandising, 
has found a modified self-service system with clerk assistance to be the 
best way of using its space and offering good service. 


The first Boston stationer to try self-service 


describes some limitations of such merchandising 


and the ways he has found to get around them 


{ein & Martin is no baby in the 
Boston’ market. Founded in 
1889, the firm has been a long time in 
developing its reputation as one of 
Boston's outstanding stationers. But 
the reputation the firm has achieved 
is a singular one for so old and re- 
spected an organization. It has a rep- 
utation for being one of the most 
progressive stores in its area. 
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Three years ago Thorpe & Martin 
inaugurated throughout 
its store, the first Boston stationer to 
take this step. By recognizing both 
the advantages of self-service and its 
definite limitations in the stationery 
field, the firm today has found a 
means to combine all the best fea 
tures of both self-service and clerk 
service. 


self-service 
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We've had excellent results with 


self-service,’ says Richard Phippen, 
president of Thorpe & Martin. “This, 
I think, knew from 
the start that self-service was not the 


is because we 


answer to all stationery merchandis- 
ing problems. We did not expect 
more of it than it could give us, and 
that we have not 
disappointed in it.” 

The firm, according to Mr. Phip- 
pen, started out with self-service on 
a suitably limited basis. It is on this 
limited basis that 
exists in the store today. 

“We 


items as we could on open shelves 


because of been 


same self-service 


decided to set up as many 
and counters,’ he reports, “realizing 
that there were many items that we 
could never sell effectively without 
clerk service. We put in a check-out 
counter near the door and have not 
made any really drastic changes in 
the three years we have used the 
sy stem 

The firm placed on open shelves 
and counters all those items which 
most customers can buy without help 
For those items to which the firm 
did not believe self-service would ap- 
ply, it retained its regular clerk 
service. Such items as filing systems, 
bookkeeping and _ office 
equipment, Mr. Phippen points out, 
must always be clerk-sold. These are 
specialized items, he says and must 
be sold as such if they are to be sold 
at all. 

In describing the advantages of 
self-service in his store Mr. Phippen 
points out: 


supplies 


“First of all, we were able to re 
duce the necessary number of clerks 
We are now able to handle 
all customers with only six people, 
which is a very small number for a 
But the biggest 
advantage is that we are able to serve 
our customers better and faster. A 
person who comes in for a box of 
paper clips no longer has to wait for 
someone to serve him. He can locate 
the item, pick it up and carry it to 
the check-out counter. If he is famil- 


by two 


store of this size. 
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iat th the store he can make his 


purchase and be out in less than a 


so, self-service gives the cus- 
tomer a better opportunity to sce the 
product and the various lines that 
are available. He no longer feels 


rushed because of a clerk peering 
impatiently from behind the counter 
ind, of course, that clerk is no 


longer tied down to following each 
customer around and can be helping 
someone who really needs it.” 

If a system of complete self-service 
were inaugurated Mr. Phippen esti- 
mates that he could reduce his clerk 
force by two more people. The rea- 
son he does not, he says, is that he 


does not think that such a system 
would work. 
“You have to limit self-service in 


a stationery store,” he says. “This is 
not only because there are specialized 
which 


items require clerical atten- 


tion. There is another reason. In 


our business you can't lose the per- 
sonal You must keep the 
personality’ in the store at all costs. 


The customer likes the feeling of be- 


touch. 


ing welcome, and connects anything 
good with the person who leads him 
that. 


business 


This is 
If you 


to it. It's as basic as 


true in any retail 


Merchandise at Thorpe & Martin is on display. The customer is free 
to pick and choose as he will. Salespeople are told not to ‘‘bother'’ 
or “hurry” the customer, just be available when service is needed. 
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take the personal quotient completely 
out of a store you will find that many 
people will start going somewhere 
else.” 

Mr. Phippen says that having a 
self-service operation, even on a lim 
ited basis. changes the basi sales 
clerks 


when helping a customer 


techniques that should use 

“So many people come in who 
don’t know what they want, 
“Self-service is of no help to a custo- 
mer like this and the clerk must aid 
him. We have developed what we 
tell 


my clerks that they must not bother 


he says 


consider the best approach. I 


a customer, but that they must keep 
an eye out for anyone who may need 
assistance. 

“Our clerks are told not to use the 
‘may I help you?’ approach. We have 
found that it is much better to ap- 
proach the customer with ‘have you 
found what you want?’ This lets the 
that he is 
free to call on the clerk if he cannot 
find an item, but that he is also free 
to take as much time as he chooses in 
making up his mind whether to buy 
an item. I tell my salespeople to let 


customer know at once 


the customer handle the product as 
The more you let 
him look the more he'll buy if not 


long as he wants 


arrangement. 





today, maybe tomorrow.’ 

Mr. Phippen says he does not be- 
lieve that anybody has ever walked 
out of Thorpe & Martin because he 
couldn't get waited on. 

Since Thorpe & Martin tried self 
the first 
other Boston 


service for time in 1954, 


many stationers have 
followed suit in much the same lim- 
ited manner. 

“It is the most sensible approach 
to stationery merchandising today, 
Mr. Phippen comments. ‘The 


of the stationer will be deeply felt in 


role 


the next few years in the new shop- 
ping centers and redevelopments go- 
ing up in our large cities. The sta- 
tioner 
merchandising part in these develop- 
ments and it is time for a look at his 
merchandising methods. Self-service 


can play an _ important 


is, so far as I'm concerned, the most 
sensible means of offering quick 
service to large groups of people 
And that faced 
by every retail establishment today. 

“Just remember,” he adds, “that 
like everything else, it has its limita- 
tions.” 


is a sales situation 


These limitations are determined by 
the nature of certain products and by 
the need to keep the personal touch 
in the store 


























The pen department at Thorpe & Martin is an example of one 
department which is completely clerk served. Such departments, the 
firm observes, cannot be run properly with a self-service open shelf 
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Profits Come From 


Everyone knows a large stock of slow-moving 
goods raises the cost of doing business. Here's 
a guide to more efficient stock management 


which will cut 


—— at the small retail stores in 
your community and chances are 
you'll see several which always seem 
to have just the right merchandise at 
just the right prices. They know their 
stock, too. Such firms have real com- 
petitive strength. This fortunate 
situation, however, does not develop 
by accident. It requires intelligent 
effort in managing inventories. While 
it does take hard work, small stores as 
well as big ones can have effective 
stock management. 

Most small store owners have only 
limited amounts of capital. As a re- 
sult, they need to keep what funds 
they have “at work” in the most 
productive way. In this connection, a 
prime consideration is the portion of 
available money invested in stock-in- 
hand. To earn a profit, your stock 
must turn over. Goods must be sold 
out and be replenished as often as 
possible —— consistent, of course, with 
keeping at all times a reasonably com- 
plete assortment. 

“Profits are made from turnovers, 
not leftovers,” as one retailer put it. 

A large stock does not necessarily 
guarantee that you have a complete 
stock. Large inventories often con- 
tain masses of old and slow-moving 
goods which are not in demand. These 
items clutter the stock and tie up 
capital. Small business owners, par- 
ticularly, should not lose sight of the 
fact that capital is a commodity, and 
costs money like any other commodity. 

Whether you borrow from a bank 
or use your own capital, an investment 
of $100,000 in goods costs $5,000 to 
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costs 


and raise profits 


$6,000 a year in interest. Conse- 
quently, if you can reduce your aver- 
age inventory from $100,000 to 
$60,000 without losing sales, you will 
reduce your cost of doing business by 
$2,000 to $2,400. 

Your store’s inventory should, of 
course, be large enough to serve your 
customers. That involves having on 
hand at the right time, the goods they 
want at the prices they are willing to 
pay. When customers come hopefully 
in search of an item, it is the beginning 
of the end to tell them that stocks have 
run out of this size or that style or a 
particular price-line. But this does not 
mean you should carry a dozen brands 
when one or two would suffice. 
Neither is it necessary to offer five 
price-lines when three would be ample. 

The essentials of keeping a stock 
small, but ample, and turning over 
satisfactorily are: 

1. Carry a few brands, styles and 
price-lines which are in steady demand. 

2. Carry these brands, styles and 
price-lines complete. 

3. Buy only items which you know 
will sell in your store. Beware of put- 
ting too much emphasis on what goes 
well in someone else’s store. 

4. Do not buy all the unusual lines 
that some vendors would like to push 
on you. 

5. Do not be hoodwinked into 
purchasing excessive quantities by the 
lure of extra discounts. 

6. Fill in only the items that are 
needed rather than placing orders 
“across the board,’ which leads to 
duplication of items already in stock. 
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Turnover 


Even if you were the most skillful 
buyer in the world, you would still 
accumulate a certain number of items 
which simply would not sell. Such 
goods are deadwood and should be 
disposed of without delay. There is, 
to be understandable | re- 
luctance on the part of merchants to 
take markdown losses. But slow sellers 
will choke inventory just as 
weeds, if unchecked, will choke and 
kill a garden. 


sure, an 


your 


“Let's wait,” the stationer says hope- 
fully, ‘someone will buy these goods.” 
However, while he is waiting for that 
special customer to come along, the 
merchandise is not improving with 
age. Also, capital is tied up, fresh 
goods cannot be bought and customers 
are getting to know the old stock all 
too well. Hence, the store is losing 
sales by not having new, more attrac. 
tive merchandise. 

It has been said that giant depart. 
ment stores can sell earmuffs in Aug- 
ust simply by placing a table full of 
them on the main floor. Not so the 
small store. Here the same customers 
come in frequently and become al- 
most as familiar with the stock as the 
owner himself. Good sense dictates 
that slow-moving merchandise must 
be acted upon promptly. 

Several things may be done. Run a 
special advertisement, feature the slow- 
movers on counters, or offer the items 
at a reduced price. It is a proven rule 
that you won't have to take so large a 
markdown if you face facts and reduce 
the price of unpopular goods 
promptly. The longer you hold on to 
slow-sellers, the heavier the mark- 
downs you will eventually have to 
take. 

One simple device which helps con- 
siderably to control and eliminate dead- 
wood in inventory is the S.M.M 
(Slow-moving merchandise) Sheet. 
When certain items show 
signs of slowing down, these items 
should be listed on this sheet. 


sales of 


It is a form having 10 or 12 
columns in which should be noted 
periodically the number of items re- 
maining at each stocktaking period. 
Stock-taking should be done once a 
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week or once a month, depending on 
the nature of the merchandise. Once 
a month is enough for staples. Once 
a Ww would be better for special 
holiday or highly seasonal merchan- 
dise 

The function of the S.M.M. Sheet 
is to bring old goods automatically 
and persistently to the attention of the 
storekeeper and to stir him up to do 
something about them. He can then 
review the situation again, pull the 
from under the counter 

probably are resting 


slow sel lers 


where they 


Watch These 


financial statement is one of the 

most important tools used by 
management to test the efficiency of an 
operation and the soundness of a 
business. 

This list of important ratios, helpful 
in analyzing financial statements, is 
provided by Edward O. Kallmann, ex- 
ecutive secretary of The Stationers & 
Publishers Board of Trade, Inc. Each 
ratio is the relationship of one item or 
group of items to another and can be 
computed by dividing the first men- 
tioned by the second. The ratio of 
current assets of $100,000 to current 
liabilities of $50,000 would be 2 to 1. 

Current Assets to Current Liabilities. 
This is the working capital ratio and 
the standard is 2 to 1. Less than this 
ordinarily indicates a lack of work- 
ing capital. 

Cash and Receivables to Current 
Liabilities. This ratio is sometimes 
called the ‘Acid Test Ratio.” It in- 
dicates the real liquidity of a com- 
pany, revealing the most readily con- 
vertible assets for payment of maturing 
obligations. A standard ratio is 1 to 1. 

Annual Net Sales to Average In- 
ventory. This is the lifeblood of any 
business, the much discussed inventory 
turnover. In the stationery and allied 
industries, inventory should turn over 
three times a year or better. If it does 


quietly, give his salespeople a pep 
talk, or take some other appropriate 
action. The important point is that 
with such a system, the merchant does 
not run the risk of overlooking or 
forgetting the slow-selling items. 

Many small store owners object 
to installing any forms and systems 
which may mean extra trouble and 
cost to maintain. That feeling is only 
natural. However, the §.M.M. Sheet 
can be kept up by the store owner 
himself and will yield rich rewards 
for the time spent. 


condition 
4 to 1 


not, an  over-inventoried 
exists. This means a ratio of 
using either retail prices or cost of 
goods in determining both the net sales 
and the average inventory. 

Receivables to Sales. This will show 
the turnover of receivable. 
Just as a slow turnover of inventory 
can tie up capital, so also slow col- 
lections can create a tight financial 
condition. Receivable turnover can be 
computed by dividing total credit sales 
by 365. This will give the average 
daily credit sales. Then divide total 
accounts receivable by the average 
daily credit sales to ascertain the num- 
ber of days’ billing on the books. 

Current Assets to Total Assets. 
This ratio will indicate the type of as- 
sets in which capital has been invested. 
It will reveal whether too small a pro- 
portion of the investment has been 
placed in working assets and too large 
a proportion in fixed assets such as 
buildings and equipment that may be 
mere monuments to vanity. 

Owned to Borrowed Capital. A dis- 
proportionate ratio here indicates man- 
agement is relying more on suppliers’ 
credit and other credit than on its 
own investment. A ratio of 1 to 1 is 
considered standard. 

Sales to Net Worth. A 
with sales three times its investment 


accounts 


company 


Several factors must be considered 
in determining the ratio of stock to 
sales each month. Among them are 
the size of your store, the nature of 
goods carried, whether they are season- 
al or staple, and the stock-turn rate 
which is usually obtained by stores 
similar to yours. 

Trade associations often can furnish 
information on average stock turns and 
other composite merchandising statis- 
tics. The National Stationery and 
Office Equipment Assn. found in a 


(Continued on page 62) 
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is considered well balanced. However, 
it is not unreasonable to expect a 
company which is operating efficiently 
to have sales that are six times its net 
worth. 

Net Profit to Net Sales. The op- 
erational efficiency of a company is 
indicated in this ratio. How much 
of the sales dollar is retained as profit 
is one of the most important factors 
in any business. 

Net Profit to Net Worth. The per- 
centage of return on one’s investment 
is of prime interest to every investor. 
The businessman should be vitally in- 
terested in seeing that the income pro- 
duced by capital is a sufficient return. 

Withdrawals to Net Profit. This 
reveals to what extent profits are with- 
drawn and what proportion of the 
profit is permitted to remain in the 
business. Expansion of any business is 
effected only by additional investment 
or retained earnings. 

If these ratios are computed and 
comparisons made with prior periods, 
management has its fingers on the 
pulse of the business. Just as the 
stethoscope is an important tool in a 
physician's hands to test the health of 
an individual, so also can a financial 
statement viewed in the light of these 
ratios be an instrument for testing the 
health of a business. 
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Five-story corner building has housed the 
Baltimore Stationery Co. since 1936. Addi 
tional properties were added in 1953. 
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Profit margins may not 





always be high and competition may 


be stiff, but school and church 
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supplies can be sold profitably 
Here’s how a Baltimore firm has 


done it 

























Baltimore Stationery Co. is one of 

the largest and most successful § 
a, a ey commercial stationery businesses in 
er of Baltimore Stationery Co., Balti Maryland. Although first and fore- 
more, Md most a stationery business, the 28-§ 
year-old firm is also a leader in a 
related field school and church 
supplies and equipment. 

The school department at Baltimore 
Stationery Co. was established in 1952 
and operates as a separate division of 
the firm, with a separate sales force 
and order department. It has grown to 
the point where it is a recognized 
leader in school supplies and equip- 
ment in the Baltimore area, 

Here's how Calvert R. Jones, Jr, 
president and founder of Baltimore 
Stationery Co., describes his firm's 
large scale venture into school supplies 
and equipment. 

“In the stationery business, as im 


James Upp, a former audio-visual 
aid salesman, calls only on 
churches. Backed up by the inside 
staff of the school department, he 
does a high volume in his specialty. 
The church department was begun 
in 1955. 
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many other businesses, there are three 
things of great importance. One ts 
having leading lines. Another is hav- 
ing good personnel. The third is hav- 
ing a forward look and a knack for 
developing new sources of business. 
In short, you have to be willing to 
expand with the industry and with 
business in general if you want to be 
truly successful in the field. Today 
our firm is going through the first 
stages of developing a really adequate 
business machines department. Five 
years ago we were doing the same with 
school supplies. 

“The success of our school supply 
department over the years has been 
gratifying. At first our school busi- 
ness was very small. But it paid off. 
Today it accounts for a healthy share 
of our total sales volume and has been 


an excellent way to improve our sta- 
tionery sales in general. And it has 
had other advantages to boot.” 

As an example of 
tages” 


“other advan- 
resulting from the school de- 
partment, Mr. Jones cites the increase 
and improvement of his firm’s repu- 
tation in the Baltimore area and 
throughout Maryland. It is a con- 
siderable advantage, he points out, for 
a firm to be able to get its name be- 
fore a school board composed of in- 
fluential citizens and members of the 
business community, as well as before 
the school children themselves, who 
are the stationery buyers of tomorrow. 

The school department of Baltimore 
Stationery Co. today consists of five 
persons, three of them outside salesmen 
and two inside personnel. Although 
school supply and equipment sales are 


Growing Market 


The firm's central warehouse, trucks and shipping de 
partment are used for both office and school storage, 


shipment and deliveries. 
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; staff, the 
school department is able to utilize 


handled by this separate 
the warehouse facilities and personnel 
of the firm as a whole, and thus does 
not have to pay more than its own 
share of the firm’s overhead 
less than the cost of maintaining its 
own warehouse. According to the 
present arrangement, the same 16 men 
and the same trucks handle the storage 
and shipment of both office and school 
supplies and equipment. 


much 


The success of its school department 
has been so substantial that the firm 
has recently placed within it a second 
department, which it calls its church 
department. This department consists 
of one salesman who sells exclusively 
to churches, handling such items as 
pews, tables and 
choral stands, duplicating equipment 


chairs. cabinets, 





and regular stationery supplies. This 
salesman is aided by the inside staft 
of the school department. 

“The church department is a nat- 
ural adjunct of the school depart- 
ment,’ Mr. Jones points out. “Most 
manufacturers of school furniture and 
supply lines also produce lines for 
church use. These lines are usually 
more profitable than the school lines, 
though of course their market is some- 
what more limited and _ specialized. 
Still, churches are growing with our 
nation’s economy, and our man does a 
surprising volume. There are over 200 
churches among his customers today.” 

Mr. Jones feels that stationers who 
handle school supplies and equipment 
owe it to themselves to look into the 
church market. Not only is it an in 
teresting and profitable field, he says, 
but, like school supplies, it can help 
build up a firm’s reputation within 
the community. 

There is another advantage too. 
Though the firm must keep on hand 
a complete line of sample church 
furniture, most orders, especially for 
pews and choir installations, must be 
produced to specification and shipped 
direct from the manufacturer. This 
makes it unnecessary for the firm to 
carry a large inventory of such items, 
and also reduces its shipping and de- 








The school department, started in 1952, consists of five persons: three outside salesmen and 
two inside order clerks. By backing up its outside sales force with experienced inside help, 
the firm has been able to increase each man's efficiency. 


Thus the overhead of such 
a department is not high. 


livery bill 


A large share of the success of his 
firm’s school and church departments, 
Mr. Jones points out, is due to its 
general organization. A commercial 
stationery house exclusively, concen- 


trating on the larger businesses if 
Maryland, the firm is built on a strong 
inside organization which backs up its 
sales force. It is this inside organiza 
tion that has made the various depart 
ments of the firm operate so smoothly 
together. 





Sales Slip Data 
Builds Mailing List 


Name, address and telephone number of every 


customer 


even those making minor purchases 


- goes on the receipted sales slips used by Bill 
Dunn's Manatee Stationery store, Bradenton, 


Fla. 


“We just don’t believe in ‘cash’ 


sales slips, 


since our object is to obtain the data for a 
highly-valued customer file,” Mr. Dunn reports. 
“Through the file, we keep our mailing list up- 
to-date and every customer is sure to hear from 
us again. The customer who comes into the 
store once, we have found, can be jogged into 
coming again if he is satisfied with the way 
we treated him on the earlier visit.” 
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COLOR-FLITE INK-PENHCIL by Frstrer™ 


Space 


for More Counter Space 


the New 
Ink-Pen-Cil 
Rocket Display 


by Fisher 


Hitch a few inches of counter space 
to this “star salesman”... and watch 
your Ink-Pen-Cil sales skyrocket. 

4 types of Ink-Pen-Cils...3 different 
points, 6 exciting colors... give 

your customers their favorite 

choice. Ask your wholesaler or write 


direct for full-color literature. 


“Dialer Ink-Pen-Cil”’ 


Now available 


4x 49—$11.76 
Dealer's Cost $5.76 


Your profit 51% 
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Valentine Promotion 
To Boost February Sales 

Sales exceeding $150 million are 
predicted as a result of the 1958 
Valentine promotion. Thousands of 
retailers across the country will ‘make 
a date with love’ and profits in 
February, according to Charlotte 


Make a Date with Love... 


remember uour 


VALENTINE 


FRIDAY FERRUARY 14 
Thompson, executive director of the 
Official Valentine's Day Council. 

She says the need for a February 
selling “‘peg’’ and the opportunity to 
create new store traffic and sales at 
regular markup has propelled the 
Valentine promotion to a top place on 
retail calendars in a short period of 
time. 

The Council, organized and backed 
by leading brand manufacturers and 
by retailers of all kinds, is staging a 
greatly expanded promotion program 
this year around the theme of ‘Make 
a Date with Love.” 


Convention Chairman 
Named for NSOEA 

The National Stationery and Office 
Equipment Assn. has announced that 
‘Robert W. Heck, Eaton Paper Corp., 
Chicago, will serve as chairman of the 
1958 NSOEA Annual Convention and 
Exhibit, Sept. 27 to Oct. 1. 

Serving with Mr. Heck as co-chair- 
‘man will be John E. Fellowes, Bank- 
ers Box Co., Franklin Park, III. 


28 
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cseseeseseess PRESSTIME NEWS eseseese>9 


Dollar volume of lead pencil sales for a 12-month period ending last fall 
totaled $34,700,000, an increase of more than $3 million over sales for the pre- 
vious year, according to CLypE T. NISSEN, executive vice president of the Lead 
Pencil Manufacturers Assn. 

This increase, he said, was due to the industry's success in distributing high 
quality pencils and special purpose pencils which sell at a higher retail figure, 
and to technological advances. Production of special purpose pencils, gaining 
steadily since 1952, showed a one-year increase of 8 percent. 

% : . 

“What's New in Filing’’ was the theme of a recent seminar sponsored jointly 
by Southern Methodist University and the Dallas Office Supply Co. for leading 
business executives in the Dallas-Fort Worth area of Texas. Systems specialists 
from Oxford Filing Supply Co. labeled routine filing operations “the last strong- 
hold of high fixed costs in the office’ and urged their elimination. 

New office filing methods and equipment were shown by the same speakers 
during an Office Furniture Dealers Exhibition at Houston and at a three-day 
workshop held by the Ivan Allen Co. in Atlanta. Ga. 


The Parker Pen Co., Janesville, Wis., has purchased the writing instrument 
division of Eversharp, Inc., in a cash transaction, with no sales figure announced. 
Parker assumed control Jan. 1 of the Eversharp name, patents, trademarks for writ- 
ing instruments and facilities. 

Parker said it made the move “to continue to diversify operation within our 
industry and permit Parker to enter the lower price market immediately with a 
solidly entrenched brand name.” 


The 1958 convention and exhibit of the National Stationery and Office Equip- 
ment Assn. (NSOEA) will be streamlined for greater effectiveness. This ‘show 
case” of the industry will be departmentalized in two ways. 

First, the opening three days, Sept. 27-29, will be devoted exclusively to the 
annual exhibit, uninterrupted by business sessions. The next two days will be 
devoted exclusively to the annual business program, uninterrupted by exhibit. 

Second, the exhibit itself will be a departmentalized display. Stationery and 
office supplies will occupy the lower level exhibit areas plus 45 booths in the 
grand ballroom of Chicago’s Conrad Hilton Hotel. Office machines will be in 
the Normandie Lounge plus 35 booths in the grand ballroom and 8 in the ball- 
room foyer. Office furniture and equipment will occupy third floor exhibit areas, 
fifth floor rooms and sixth floor rooms. 

For the retailer, NSOEA announces, this will mean that those interested only 
in certain products will be able to find those items in definite areas. 


Indications that the new and mushrooming office photocopying industry “‘is 
virtually recession proof’’ are claimed in the sales gains of Cormac Photocopy 
Corp. for the first six months of its fiscal year ending May 31, 1958, by BOTHO 
LILIENTHAL, president. He said the company registered a 49 percent gain over 
the similar period a year earlier, with sales of $737,000 against $492,000. 

“Whenever business conditions suffer a temporary slow-down,” Mr. Lilienthal 
said, “operating economies come in for closer management scrutiny. . . . Any 
methods or machines that save time and money, such as office photocopying or 
electronic data processing equipment, receive management's special consideration.” 

Sixty-six leading manufacturers of stationery products have contracted for 
rooms in the 1958 International Merchandise Exhibit of the Wholesale Stationers’ 
Assn. (WSA) March 2-5 in New York. Most of these manufacturers will have 
their sales managers present to present personal demonstrations at the Salesmanship 
School for Wholesalers on “How to Better Merchandise Their Products.” 


Assets of the Inserting and Mailing Machine Co. of Phillipsburg, N. J., 
have been purchased by Bell & Howell Co. of Chicago. The company will be 
operated as a subsidiary under the name, Bell & Howell Phillipsburg Co. 
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ty a FOUNTAIN PEN 


= ball- 


areas, ° : $495 complete 
i i ' 
at an exciting new popular price! with cartridge! 
d only 
You’ve been missing millions in sales—to millions who want a 
fountain pen’s smoothness without its inconvenience. 
ocopy Now you’ve got it—in the new Scripto Ink Cartridge Fountain 
30THO Pen! And it’s popularly priced at only $1.95! 
1 over It writes with the feel and flow of a fountain pen! It fills with 
the ease and speed of a ball pen! 
= Fou Powerfully nationally advertised in LIFE and Sunday news- 
. paper supplements— with a combined circulation greater than the 
ng y . . my ° 7 ° 
ve he: U.S. population. On TV, too, starring Eddie Mayehoff, above. 
, It’s ready for you now... popularly-priced for an eager 
market that last year bought ordinary fountain pens at the 


d for : ~ 4 : 
rate of over a million a month! 


oners’ 
| have 


bars | YOUR WHOLESALER’S GOT IT... Go¢ c#/ 


70P wate! Scripto helps you mass-merchandise the Ink Cartridge cartridge. It also displays 6 packages, each offering 
Pen with a terrific new self-service display. It stands 8 cartridges for 50¢. A big plus here—for every sale o 

up and sells right off the shelf. It packs 12 cards, each a Scripto Ink Cartridge Fountain Pen continued 

holding a Scripto Ink Cartridge Fountain Pen and one _— repeat business for cartridges! Order Display No. B306. 
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NEWS . 


Lucky Seven Notes ; 

The Henry Carney Co. of Minnea- 
polis has moved to a new location on 
Excelsior Blvd. Mr. Carney said the 
move was made necessary by increased 


“eee © © 


business. He specializes in school and 
office equipment. 

In other District 7 stores, Grundy’s 
Office Equipment Co., Thief River 
Falls, Minn., is undergoing extensive 


YES... there’s room 
for more profit 
in your store... 


EQUIPMENT 


remodeling. Wally 


governor of District 


Hubbs, 
: & says his com- 
pany, Thomas & Grayston, will re- 
model soon. 


Fifth District News 

Hall-Beck Equipment Co., Marion, 
Ohio, has undergone complete re- 
modeling and _ face-lifting. Karl 
Bechtle and Bob Morrison, partners, 
have changed the operation to self- 
serve. Paul Turvey, former furniture 


Because more profits from increased sales result 
when display space is used more efficiently, insist 
on SAGINAW CHIEF equipment when modernizing 
or expanding. 

Engineered to take maximum advantage of exist- 


ing store 


space, durable SAGINAW CHIEF steel 


equipment provides the extra room needed for more 


profits 


economically . . . and in modern, 


customer-pleasing color and design. 


learn how easily and inexpensively waste space 
can be turned to profit by writing for a free, illus- 
trated copy of “THE CHIEF REASON FOR INCREASED 


SALES.” 


SAGINAW 


STEEL STORE EQUIPMENT & 


A Division of Saginaw Industries 
2119 S. Jefferson * Saginaw, Michigan 
- - - for more details circle 152 on last page 


former 


buyer for Kendrick Bellamy Stationg 
Co.. Denver, has been appointed sta 
manager. 

Louberts Stationers, Dayton, Ohi 
have taken over the business block 
142-146 Valley St., more than do 
bling their space. 

‘ A brother and sister team, Pete an 
Antoinette Thiemann, owners of Mig 
West Office Supply, Terre Haut 
Ind., has moved the firm to mué 
larger and more modern quarters 

the corner of Sixth and Cherry streetj 

Don Todrank, Evansville, Ind., 
announced the moving of Todrank’s t 
a larger location ‘further downtown, 
After 45 years at 15 N. W. Seco 
St., the firm moved across the street 
14 N. W. Second St. 


Gift Shows Planned 
During February 

A number of gifts shows will 
held throughout the country during 
February. 

“Around the World in Ten Days 
is the promise offered by the 65th 
semi-annual Chicago Gift Show, 
comprehensive display of world-wid 
merchandise running from Feb. 2 td 
13 at the LaSalle Hotel and Palmeg 
House. 

Three shows on the West Coast in 
clude the San Francisco Gift Show 
Feb. 2-5. Civic Auditorium, Sheraton 
Palace, St. Francis and Sir Francig 
Drake Hotels and the Western Mer: 
chandise Mart; the Portland Giff 
Show, Feb. 9-12, Public Auditorium, 
Plaza and Benson Hotels; and thé 
Seattle Gift Show, Feb. 16-19, Civie 
Auditorium, Olympic and New Washe 
ington Hotels, and the Terminal Sales 
Building. 

In the Southwest, some 275 ex 
hibitors will display their latest crea- 
tions on Sunday, Feb. 16, for the 35th 
Semi-annual Allied Gift & Jewelry 
Show at the Adolphus Hotel in Dal 
las, Texas. The show remains open 
through Feb. 20. 

A face-lifting on three floors of the 
Hotel New Yorker is expected to aid 
coverage and offer more advantageous 
display space at the New York Gift 
Show, to be held at the hotel and the 
Trade Show Building Feb. 23 through 
28. 

The Denver Gift and Jewelry Show 
for the inter-mountain and west cen- 
tral states will be at the Hotel Albany) 


in Denver March 2 through 5. 
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Office: 130 West 42nd St. NEW YORK 36,N. Y. 
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Keith Clark high-style calendars are planned to 
blend with any office decor. Bases are available in 
walnut brown, modern office gray, clear pastel mist green 
and desert tan. 


MODERN PACKAGING 


In durable DuPont Mylar,* Keith Clark refill pads are pack- 
aged the modern way, in clear, sparkling DuPont Mylar.* 
Pads are fully protected from soiling, fingermarks, and wear. 
Packaging never tears or comes apart at the seams, and 
pads maintain their fresh appearance until they are sold. 
Keith Clark Mylar*-packaged refill pads make attractive 
displays — the customer can see what he’s buying and he 
likes what he sees. Mylar* wrapped Keith Clark refills look 
better, and they sell better. 


*(DuPont Trademark) 
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1953| % ewOan® yA ba oY edition of the 


Keith Clark Catalog is 
now available. 


Hite to stationers. 


Write for your copy. 
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The Calendars that work for you. 
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MODERN FEATURES] 


Keith Clark calendar bases are designed for modern use- 
they are streamlined, with maximum visibility and th 
correct angle for writing comfort. Refill pages are bold and 
easy to read, with plenty of room for notes. Current date 
numeral is large, and holidays are in red for easy recog 


nition. Consecutively numbered days past and days ahealf 


are on every page. Special features include: 
Schedule-A-Date: future date scheduling for the entire year 
Work-A-Day:a calendar pad adaptable to any memorandum 
use with half-hour appointment schedule. 

Spotlight Date: a box indicating the current date and month 
Three-month Calendar Panel: a panel showing current, 
past and following month. 

Keith Clark calendar pads are available in book style or pat 
style to fit any standard size base. 

Three major styles in the 5’x 8” book style calendar to meet 
every performance requirement; pad style calendars fur 
nish permanent memoranda space and past and future yeat 
calendars. 


KEITH CLARK, INC. 
Office: 130 West 42nd St., New York 36, N. Y. 
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SCOMDA Elects 
Officers for New Year 
C. Murray (Cy) King of the Hen- 


ley Typewriter Co., Hollywood, has 
been elected 1958 president of the 
Southern California Office Machine 


Dealers Assn. 

Other officers elected at the annual 
meeting in Los Angeles are Gene Hart 
of Hart's Typewriter & Adding 
Machine Co., Los Angeles, vice presi- 
dent; and Lloyd Linabury, Business 
Machines Co., Long Beach, secretary- 
treasurer. David A. Hendler is ex- 
ecutive secretary. 

Directors for 1958 are C. A. Bales, 
Bales Office Equipment Co., Santa 
Ana; A. C. Bandfield, Western Type- 
writer Co., Huntington Park; George 
Bonelli, Bonelli Typewriter Co., Hunt- 
ington Park; Paula Pickering, National 
Adding Machine Agency, Los Angeles; 
Dan Post, Post Typewriter Co., Ar- 
cadia; and H. Otto Schwichtenberg, 
American T/W & Office Equipment 
Co., Santa Monica. 

The Southern California group with 
215 members is the largest branch of 
the National Office Machine Dealers 
Assn. It offers its members, among 
other benefits, a combination life- 
medical-hospital insurance plan and it 
is working out details of a pension 
plan for members’ employees. 


Coleman Firm in Savannah 
Announces Name Change 
Nathan Coleman & Son of 5-7-9 


Bay Street West, Savannah, Ga., have 
changed their trade name to Coleman 
Office Outfitters. 

The business was founded in 1909 
by Nathan Coleman who died in 1931. 
His son, Henry I. Coleman, has man- 
aged the business since that time and 
is currently planning to celebrate its 
fiftieth anniversary in 1959. His 
mother, a one-time partner in the firm, 
celebrated her 80th birthday last year 
and still enjoys good health. 

Henry Coleman has a son, Nathan 
Charles, now in college, who expects 
to become a third generation stationer. 





New York Stationers 
Re-elect Judkoff 

Carl C. Judkoff of Cantigny Print- 
ing & Stationery has been re-elected 
president of the Stationers Association 
of New York for the 1957-58 year. 
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Harold Hein of Midcity Press was 
elected vice president and three new 
directors were named for three-year 
terms, Ben Bailenson of Penn Station- 
ers, Morris Berg of Plaza Stationery & 
Printing Co. and Sol Wein of Esco 
Stationery Co. 

A new executive office, chairman of 
the board, is filled by a former presi- 
dent, Milton Goldhair, Harmill Office 
Supply. 


Management Development 
Course Set in February 

Michigan State University will con- 
duct an executive management de- 
velopment course Feb. 17-21 
operation with NOFA. 

Attendance will be limited to 35 
dealers and manufacturers. Twenty- 
two of those who attended a dealer 
seminar last October indicated they 
would attend the February sessions. 


in co- 
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* FINE 
POINT 
*. AUDITOR'S PEN #F-460 
é e' Available in 5” Pocket-Purse Size #F-450 



















* Bookkeepers, Auditors, 
Accountants, and clerks all 
applaud the LINDY Audi- 
tor’s Pen with the fine 
writing point —now avail- 
able in 8 colors. 


Ink Meets 

U. S. Govt. Spec TT-1-562 
Permanent 
Non-transferable 
Non-Smudging 


¢ Perfect balance insures no 
writing fatigue. 
RED * BLACK 


LAVENDER * GREEN 
YELLOW-GOLD * BLUE 


*Giant Ink Supply writes 
two to three times longer 


than ordinary ball point TURQUOISE * BROWN 
pen cartridges. The Color of the 
Pen is the Color 

of the Ink 


UNCONDITIONALLY GUARANTEED 


Manufactured by 


Lindy PEN CO., INC. 


fed. tax incl. fair traded Culver City, Calif., U.S.A. 


Write for your Free Sample *F-460 LINDY Auditor's 
Pen Dept. F—LINDY SALES CO., 9601 W. Jefferson 


“Get It From 





' 
: Bivd., Culver City, Calif., U.S.A. 
Your Wholesaler” t Company ; 
; Buyer 
Smooth, Fine Writing Point. Address = 
: Ts i ae State 
' 
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John R. Gray, executive director of the Na- 
tional Office Furniture Assn., closed NOFA's 
Western Area Conference and Exhibit by 
saying the Beverly Hills, Calif., event late 
last year would set the pattern for other 
areas. At right are two men who planned 
the successful program, George D. Nielsen, 
NOFA area chairman, and Vern Vallet, 
president of the Southern California Office 
Furniture Assn. 


ssa bib Ad tad Oc bi a 


Ny 


This is a scene from the exhibit hall which 
held 37 displays and attracted close to 700 
office equipment dealers. Mr. Gray called 
the conference and exhibit at the Beverly 
Hilton Hotel a milestone in the history of 
NOFA. 


6 Dealers Win Holiday 
Trip to Chicago 

A first class trip and three fun- 
filled days in Chicago for husband 
and wife at a manufacturer's expense 
was the prize for six business machine 
dealers and seven salesmen who won 
top honors in Victor Adding Machine 
Co.’s nationwide “Christmas in Chi- 
cago” sales contest. 

Dealers placing first in their divi- 
sions and winning the holiday trip 
were Olney’s Office Outfitters, Dick- 
inson, N. D.; Fort Pierce Typewriter 
Co., Fort Pierce, Fla.; Ira E. Stouffer, 
Milwaukee, Wis.; Business Equipment 
Unlimited, St. Petersburg, Fla.; God- 
ley. Typewriter Co., Ventura, Calif.; 
and Patrick Office Machine Co., 
Shreveport, La. 

All six attained well over 200 per- 
cent of their contest sales quotas. 


Office Furniture Field 
Growing, Survey Shows 

A 52 percent rate of growth marked 
a dramatic rise in the manufacture of 
of fice between 1954 and 
1956, the Bureau of the Census re- 
vealed recently, In the same period the 
national economy expanded 15 per- 
cent. 


furniture 


The survey, covering shipments of 
wood and metal office furniture and 
fire resistant safes, reflects the grow- 
ing importance of the office furniture 
field in a day when the office force 
expands at a remarkably faster rate 
than the industrial force. 

The survey was conducted by the 
Bureau of Census, sponsored by the 


Wood Office Furniture Institute and 
the Office Equipment Manufacturers 
Institute. 

While the metal furniture field has 
expanded faster than wood, it was 
noted that wood has begun a come. 
back. Weod desks, for example, drop 
ped from 21 million in 1947 to lf 
million in 1954, then jumped to 27 
million in 1956. 


50 Years a Stationer 

William J. (Bill) White last fall 
noted the 50th anniversary of his 
association with the firm of Steven. 
son & Marsters Stationers in Brooklyn 
He sends “best regards to all my 
friends in the trade.” 


Illinois Store Modernized for Self-service 


Close-up of one wall shows slanted shelves 
at top and horizontal shelf at bottom with 
leg room underneath to permit actual dem- 
onstration of equipment without removing it 
from the display. £. J. Shepard started in 
office supply business in Edwardsville 17 
years ago. 


Office furniture along the opposite wall 
was well decorated with flowers for Shep- 
ard's grand reopening, six weeks after the 
modernization work began. The visitor’ 
register at the reopening was signed by 
2,500 persons, the equivalent of one-fourth 
the population of Edwardsville. 

(Photos courtesy M & D Store Fixtures Co 


Twenty-four other dealers in the 
nation won 14-inch portable televi- 
sion sets. 


Rear to front view of the newly modernized Shepard Office Supply of Edwardsville, Ill., shows 
how 4,000 square feet of floor space are used to improve display and increase self-service 
sales. Center row of gondolas holds accessories and stationery items. One wall is lined with 
office furniture displays and the other holds a colorful arrangement of office machines. 
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SALES! 


This handy-size Merriam-Webster is required or 


recommended by nearly every school and college 
and is the most popular question answerer for home 
or office. It is advertised regularly and continuously 
in Life, Time, The New Yorker, Atlantic, Harper’s, 
Saturday Review and other leading publications. 
Dealers in all parts of the country have proved that 
you can double your year-round dictionary sales by 
maintaining a continuous mass display of Webster’s 
New Collegiate — a Merriam-Webster. 


Write for catalogue and discount schedule to 
G. & C. Merriam Company, Springfield 2, Mass 


 Mevuam-Websli 


Reg. U. S. Pat. Off. 


The only dictionaries backed by over 100 years 
of specialization in dictionary-making 





Webster's 
New 
Collegiate 


*>\ Dictionary 
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Minneapolis Dealer 
Finds Corner Location 

Schaub Office Supply of Minne- 
apolis, Minn., has increased its floor 
space by 50 percent and “placed every- 
thing under one roof’ by a recent 





The Schaub store increased its floor space by 50 percent in its recent move. Ample store- 
room space is located in back, through the archway visible at the right. 


move to 835 Second Avenue South. 
The owner, Howard Schaub, and 
Alida, have been in the 
office supply business since December 
of 1945. Since that time they have 
been trying to find a location of- 
fering more window space and giving 


his_ wife, 


them stockroom space in the samc 


building. The latest move, their 
second, gave them the advantages they 
were seeking. 

The new store, on a corner, of fers 
working window space in the fron; 
and the entire length of the stor 
along one side. It is one-half block 
from the Foshay Tower, a downtown 
Minneapolis landmark. 

Mr. Schaub employs two outside 
salesmen and one girl in the office in 
addition to himself and Mrs. Schaub 
“We're not big,” he says, “but real 
happy with our new and 
quarters. 


larger 





The new office area of Schaub Office Sup- 
ply in Minneapolis is set off by counters dis. 
playing pens, pencils, desk sets and other 


small items. At left is office 
Mary Joy. Mr. and Mrs. Schaub are at right 


assistan! 




























agree, ‘‘Duplisnaps are your best buy! 


; EUREKA SPECIALTY PRINTING CO. 
EU RE WA : 
Dept. 50 Scranton, Pa. 


I've found the fastest mailing labels— 


economical, easy-to-use 


DUPLISNAPSe! 


Yes!—A Typist, a Typewriter and Duplisnaps 
give your customers a complete addressing 
department at such low cost to them — and 

such big profits for you — that you’ll both 


~ 1? 


Makers of Fanfold, Roll and other office labels 








- = = for more details circle 124 on last page 


































their 
es they 


of fers 
» front 
> Store 
~ bloc 
vntown 


outside 
fice in 
Schaub 
ut real 

larger 





fice Sup- 
nters dis. 
nd other 
assistant 
at right 


ise 


@! 


ApS 
ing 
and 


oth 
: 








ust page 





_ , dallas 
ti a DU Shew.l ‘ 5 gift show 


America’s Top Exhibitors Showing 
America's Top Lines 


and the World's Finest Imports. f s i : is ‘ait 
358 Exhibitors Showing a 9 i 


1152 Lines of the Finest Merchandise. 


iti a Compllte Macbcts! 


Giftwares — Crystal — Dinnerware — Silver 
Paper — Ceramics — Decorative Wares — Jewelry 


5 full days to fill your every buying need 
at the HUB OF THE GREAT SOUTHWEST. 


A convenient market . . . good hotels 
and economical . . . good transportation .. . by air, 
by rail, or by the nation’s finest highways. 


MEMORIAL AUDITORIUM 
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BAKER HOTEL = 
MERCHANDISE MART 






SANTA FE GUFT MART 


FEBRUARY 16-17-18-19-20, 1958 
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Top Letter Writing Window 
Displays Announced 

Cash awards amounting to $1,000 
have been distributed to 20 retail 
stores for window displays judged best 
in the annual competition sponsored 
by the Paper Stationery & Tablet 
Manufacturers Assn. The 
were for the 20th annual National 
Letter Writing Week held late in 
1957. 

Separate prizes were awarded in five 
divisions, department stores, stationers, 


displays 





First prize in the stationers' division of the 
letter writing window display contest went 
to Kistler's of Denver. The designer respon- 
sible for this window was Jackie C. Perkins. 







EAFSAVERS 





Schwabacher-Frey Co. of San Francisco won 
second prize in the stationer'’s division with 
this letter writing display designed by John 
H. Potasz. 


variety chains, drug stores, and gift 
and book stores. 

National Letter Writing Week has 
become one of the oldest celebrations 
in the retail stationery field. Photo- 
graphic entries in the window display 
contest were judged by a New York 
jury of three including a public re- 


lations man, an art director and a 
graphic arts director. 


wiley, Pressure Qeusilive 


SELF-STICKING LOOSE-LEAF REENFORCEMENTS 






* Leafsavers are STRONGER! 
¢ Leafsavers STAY PUT FOREVER! 
¢ Leafsavers are EASIER TO APPLY! 


pon TW 





Some of the winning displays 
pictured here. 

All photographic contest entries 
were judged by a jury of three: 
Richard Weiner, vice president, Ruder 
& Finn, Inc., Public Relations, New 
York; Roy Kuhlman, art director, 
Ruder & Finn; and Frederick W. 
Reed, Graphic Arts Director, New 
York, 





Third place for stationers in the letter writ- 
ing display contest was won by Southern 


States Printing Co., Griffin, Ga. Credit for 
the display goes to Mrs. C. E. Newton, Jr. 
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ORDER NOW FROM YOUR DISTRIBUTOR 


HASSENFELD BROS., INC., Central Falls, R. 1. 
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Gimme my 


crayolas! 








Not until you ask 
for them properly* 







@ 8 
or CRAYOLA® is a registered trademark or brand name of 


Binney & Smith Inc. Say “ CRAYOLA crayons,” please. 


THE CRAYOLA® MAKERS Ciiterssun) 


380 Madison Ave., New York 17, N.Y. 
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Lillian Gilbreth to Speak 
At Office Conference 

Dr. Lillian M. Gilbreth, who has 
been called “the world’s greatest 
woman engineer” and who is the 
heroine of “Cheaper by the Dozen,” 
will be the banquet speaker for the 
Third Annual Conference on Office 
Techniques and Practices to be held 
in Kansas City, Mo., on Feb. 17, 18 
and 19. 

Following the theme of ‘Men, 
Methods and Machines,” 38 confer- 
ence sessions and workshops will cover 
a wide range of subjects dealing with 
human relations, automation, systems 
and methods. 

A Mid-Continent Exposition of 
Business Machines and Office Equip- 
ment will be held in connection with 
the conference at Kansas _ City’s 
municipal auditorium. 

The University of Kansas Extension 
Center expects 500 or more to attend 
the conference from 10 or 12 states. 
At least 5,000 visitors are expected. 


Big Year Predicted 
For Writing Instruments 

Broadened distribution, _greater 
popularity of improved ballpoints and 
increasing demand for cartridge foun- 
tain pens should help push the writ- 
ing instrument industry's sales to re- 
cord or near-record levels in 1958, ac- 
cording to Walter A. Sheaffer II, presi- 
dent of the W. A. Sheaffer Pen Co., 
Fort Madison, Iowa. 

“We feel that the writing instru- 
ment industry will increase its activity 
in the gift market,’’ Mr. Sheaffer said. 
“Speaking for our company alone, we 
are not so concerned with our share 
of the writing instrument industry as 
we are with our share of the vast and 
growing gift market, covering a wide 
variety of products, 

“As the war-time baby boom is re- 
flected in our population figures; as 
these youngsters grow, attend school, 
graduate and marry, the gift market 
becomes increasingly important to the 
writing instrument industry. This im- 
portance will be shown in increased 
sales.” 


The Iowa pen manufacturer also 


he achieved his modernization goal. 
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PURE RUBBER BANDS 


NEW FAMILY OF BOXES 


pee J3aR 






s 


Se 
Highest quality Pure Rubber floating stock—high count per pound ..v~~=--——-~ 


sold only through recognized wholesalers 


PLYMOUTH RUBBER COMPANY, INC. 


since 1896 


CANTON, MASSACHUSETTS 


Se 
am —— 


predicted greater use of pen desk sets 
in the home and he called for re. 
moval of the excise tax on writing 
tools. 

“It seems ridiculous,’ he said, “that 
athletic equipment used in educational 
institutions is not subject to an excise 
tax while pens used in the classroom 
are,” 


Modern Merchandising 
Meet Held in Pittsburgh 

The Hughes-Ogilvie office furni- 
ture store in Pittsburgh was the scene 
of a recent modern merchandising 
meeting of the Wood Office Furniture 
Institute (WOFI). 

Fifty-five guests, most of them 
dealers, were on hand to examine the 
new store and take part in WOFI’s 
modernization program. The program 
is designed to offer dealers the latest 
practices in merchandising. 

A tour of the modernized Hughes- 
Ogilvie store started the all-day affair. 
Dave Ogilvie later discussed modern- 
ization in terms of his experience, 
giving a complete breakdown of how 





4 ounces 1 ounce display 
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For further information on 
the Oxford sales support program, 

and new developments in Pendaflex 

filing systems, write today! 

Oxford Filing Supply Co., Inc. 

141 Clinton Road, Garden City, New York. 
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Oxrorp works hand in hand with dealers to make 
Pendaflex filing systems easier to sell . . . more 








DEALER SALES TRAINING 


profitable than ever before. A three-pronged plan 


of sales support brings you interested prospects . . . 


then follows through to help you close the sale. 






NATIONAL ADVERTISING 


National advertising presents the Pendaflex concept 
of system filing to all levels of buying influence—top 
management, office management, and the secretary. 
Oxford refers all inquiries to local Pendaflex dealers. 


— i: n Mf 


Oxford training sessions equip dealer salesmen to 
present effectively the benefits of Pendaflex filing 
systems. Oxford representatives conduct these at 
request on dealer premises. 





EXPERT FILE ANALYSIS 


Oxford’s System Service Department makes avail- 
able to you some of the world’s foremost filing 
authorities. Our experts analyze your client’s filing 
requirements, and help tailor a Pendaflex system to 
meet them. 


FIRST NAME IN FILING 





OXFORD FILING SUPPLY CO.,INC., Garden City ° New York . St. Lovis « Chicago . Los Angeles 
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Laboratory Set Up 
To Show IDP Systems 

A new laboratory and demonstra- 
tion center to take the mystery out of 
integrated data processing (IDP) has 
been set up in Chicago by UARCO 
Inc., makers of business forms. 

The Machine Systems Center, re- 
cently completed, contains many com- 
petitive makes of business machines. 
Equipment in the laboratory includes 
typewriter tape punches, card punches, 
a tape-to-card reader, a sending-receiv- 
ing teleprinter, a tape re-perforator and 
a teleprinter transmitter-distributor. 

This array of writing equipment is 
supplemented by tabulators, card sort- 
ers and other processing equipment in 
an adjoining room. 

W. J. Suchors, 
sales manager, 


UARCO’s general 
says the center meets 
the need for one facility where all 
the elements of an IDP system can be 
considered together machines, 
forms, flow of work, filing require- 
ments and other details. 





THEY STAY SHARP 





First prize winner of the Ticonderoga pencil 
contest sponsored by Joseph Dixon Crucible 


Co., T. E. Dugan, center, salesman of J. E. 
Dugan Co., Pittsburgh, receives congratulo- 
tions from Dixon's representative, J. E. Gun- 
nel, left. Winner's employer, J. E. Dugan, 
right, is one of many stationers whose em- 
ployees took part in contest to guess reader- 
ship of a magazine issue containing a full 
page Dixon ad. Dugan's prize for his guess 
of 19,350,000, just 100 under magazine's 
audited total, was a Bell & Howell “electric 
eye" movie camera with projector and 
screen, 


Trade Show Plans 
“Self Serve’ will be the 
theme of the 1958 convention and 


trade show of the National Art 
Materials Trade Association. 
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Coins wo) SPECIALLY DESIGNED TO 
MAKE EXTRA SALES FOR YOU! 


Here’s a colorful, 
sure to increase your sales. Display this fast-moving, 
pre-priced assortment of the seven most popular sta- 
tionery store styles — watch your customers pick out 
the items they want — Order back up stock to supply 
the bigger sales for offices and factories. Every pair is 
genuine Deluxe KLEENCUT quality — Every pair 
tested and guaranteed to insure customer satisfaction. 
Here’s what you get in each assortment: 


Total Retail $13.93 
FOR COUNTER, WALL, OR WINDOW, ONLY 1212 "x13%" 
See Your Jobber or Send Coupon to Dept. 2-A 
THE ACME SHEAR CO., 


World's Largest Manufacturer of Scissors and Shears 


Please send more information on No. 1911 Merchandiser 


1 
! 
1 
: Dealer Name 
1 
1 
! 
' 


The show will be at the Morrison 
Hotel in Chicago from April 30 
through May Plans for the show 
were outlined to the NAMTA board 

| directors by C. W. Crysler, con- 
vention chairman. 





Deloris Gacki of Chicago, office worker at 
Sun Office Supply Co, is complimented for 
winning second prize in the contest by 
Dixon representative, M. E. Hodges, right, 
and Chicago district manager, H. R. Hoff- 
man, left. Mrs. Gacki won a hi-fi outfit. 
Third prize winner of a Polaroid Land 
camera was Mari Anne O'Keeffe, secretary 
for the Engelwood Blueprint Co., Chicago. 
Forty-seven other entrants were awarded 
sets of cuff links or chain bracelets. 





eye-catching merchandiser that’s 


Suggested Retail 
#£134C— 7” Dressmakers’ Shears, Fully Nickel Plated $ 1.98 
#112C— 7” Teachers’ Desk Shears, Fully Nickel Plated 1.98 
#128C— 8” Left Hand Shears, Black Enamel Handles 1.89 
2t105S— 9” Library Shears, Fully Nickel Plated 2.25 
#¢109S— 9” Bankers’ or Office Shears, Black Enamel Handle 1.69 
#109S—10” Bankers’ or Office Shears, Black Enamel Handle 1.89 
3¢109S—12” Paper or Bankers’ Shears, Black Enamel Handle 2.25 


$13.93 
Dealer Profit $5.57 


Retail Price per Asst. 
Dealer Cost $8.36 


BRIDGEPORT 1, CONN. 
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COLUMBIA FOUR SEASONS CAMPAIGN 


HELPS YOU SELL RIBBONS AND CARBONS THE YEAR ’ROUND! 








NATIONALLY ADVERTISED TO REACH THE INFLUENTIAL SECRETARY! 


Spring, summer, autumn, winter . . . these 
sales-pulling ads in Charm, Glamour, The 
Secretary and Today’s Secretary —the mag- 
azines 1,950,000 office gals read and believe 
—will help you push Columbia ribbon and 
carbon profits to peak levels the year’ round. 


Free Spring Promotion Kit Available Now! 
Tie in and cash in on this big, year round 
campaign. Get the Spring Kit, the first of 
the Four Seasons promotion. It contains at- 
tractive, colorful window displays, stream- 
ers, counter cards and mailing pieces. You'll 


also receive kits for the other seasons in 
plenty of time to get the most sales-pull out 
of each. Write: Columbia Ribbon & Carbon 
Mfg. Co., Inc., 482 Herb Hill Road, Glen 
Cove, N. ¥. 


e + 


RIBBONS & CARBONS 


SILK GAUZE* CLASSIC* MARATHON® PINNACLE® 
RAINBOW* DH&D* COMMANDER* TITAN* 





*Trade-Mark Reg. U.S. Pat. Off, 
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File Drawer Passes Test 

Drawer loaded with 65 pounds of filing material traveled 100,000 
complete cycles in and out in a test by Northwest Metal Products 
Co. The ballbearing roller cradle suspension slide was lubricated 
only once, at the beginning of the test. After the test it took less 
than 2 pounds of pull to extend the loaded drawer its full length. 


VIEWS 


of the NEWS 


From Tree to Table : ® 


A 4-inch slab from a tree that was a giant California Redwood in 
the days of Christ has produced a table for the conference room 
of the American Forest Products Corp. 


4a 


Festive Crosswalk 

Shopper Laurie Blais of Wellesley admires a colorful crosswalk 
made of Rust Craft Christmas cards at Boston's bustling Summer- 
Washington-Winter street corners. The walk was a gift to the city 
of Boston from Rust Craft Greeting Card Co. 
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It's Spectacular! Tie in with 
TWA —_ NMONTAG’S Here’s your opportunity! Each great in its own field, TWA. 


and MONTAG’S combine forces to produce an extravagant 
Full-color, double-page ad in Around the World promotion . . . and you benefit from it! 


5 beautiful boxes of writing papers capture the romance 


April HOLIDAY of Spain, Italy, France, Hawaii, England on one page... 
5 worldwide travel booklets portray the glamour of other 
lands on the facing page. Both in full color . . . both designed 
to create excitement and customer desire. 
Here’s your chance! See your Montag or TWA represen- 
tative. Learn about fabulous selling aids and exciting tie-ins 
that can set your cash register ringing! 


Around the World Writing Papers } 
Five Distinctive Boxes /> 
in Fifteen Colors 
toretail for $41.50 : 


Writing Papers that Create an Impression... 245 N. Highland Ave., N.E., Atlanta, Ga. 
- - = for more details circle 141 on last page 








NEW PRODUCTS a (Continued from page 12) 


Bible Selections 19 






: . A 64-page, illustrated “wate 
Pencil Display 16 ‘Sai a , 
hb pocket” book containing selections 

PERSOWALIZED Bo a ou, Pencil-Crafts Sales Co. is offer- from the Bible is offered by the How. 





ing an original counter display to 
sell personalized pencils. Identical 
gift packages are placed back to 
back and they rotate so that cus 
tomers can see both open and 
covered package. Display is fre¢ 
with a minimum purchase 


To Book Co. 

The book is bound in black leather. 
ette and stands just over two inches 
high. Called ‘The Little Bible,” it sells 
at three for $1. 















Big Pencils 20 


“Big Mo,” the — over-sized 


Stenciling Set 17 


Speedry Products, Inc., claims the 
simplicity and quick-drying features 
make its Complete Magic Marker Sten- 
ciling Set ideal for sign makers. 





diameter pencil made by the 
Joseph Dixon Crucible Co., 
has been re-packaged and is 
now available in a colorful 












The set consists of take-a-part stencil — lithographed pencil well 
letter board, instant-dry Stencileer and eo The new container adapts 
a Magic Marker easel. - == « the product for counter shelf = 
Ga or self selection sales 
Name Plates, Signs 18 : 

The Alsquare Co. has introduced a new line of low cost Master Stencil 21 
name plates and stock signs in colored plastic. Custom pre-printed stencils for spirit duplicators are of- 
Signs are made by a recently developed photo-engraving fered by Regent Press for reproducing up to 400 copies. 
process in a silica reinforced plastic and they are said to be Called Regent-Masters, the stencils are sold pre-printed 
impervious to atmospheric weathering and most chemical to the customer's specifications in boxes of 100. They are 
fumes. They are available in several sizes and color combina available in any style or size and can be used on all spirit dup- 

tions. licating machines 


Here's a stapler that packs a real selling punch. Here’s why: 
Practically pocket size—yet rugged as large models 
Bates quality: all-steel construction, Eastman Tenite cap 
Uses standard staples 


G 5 Y0 U Opens for use as tacker 
Ideal for office, home, school 
PRICED FOR VOLUME! 2.79 in grey, 

cordovan, turquoise, white... 
3.95 in chrome FREE COUNTER DISPLAY 
with order of 5 machines for display, 
12 for stock, at normal discount, 
« 12” wide, 1214” deep, 6” high. 
~_ i ” ~~ Quantities limited, first come, 


SHOWN ACTUAL SIZE 








first served. 
Order now. 


git ceernnnnen 


the BATES manufactur 
Orange, New Jersey 


New York Office, 30 Vesey , a N 
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21 
are of- 
printed 


ey are 
it dup- 


SPLAY 
splay, 
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sales for you! 


















from the Flower Wedding Line... 
most popular faces of the year! 


by REGENCY 


Ma, antihe. 3 a Sboard S lavmon 





VENETIAN 
An. and Moe. Kenneth BL. Menton 
FLORENTINE 
jp ) “# . ,, ? ? . 
Me. and is. Whiz me Y & mneng 
FLEMISH ; 
‘ 0 
OM. and Mrs. R Jlou 5 2.ard Pennhion 
pa: . 
Regency Heliograving (not to Mr. and Urs. Arthur R. Broderick 
be confused with engraving) FLORIDIAN 





stimulates sales for you with 


all these extra advantages! Mr. and Mrs. George R. Weryford re ~ c a ; 
ee: : ‘ ROMAN STYLUS a 


@ joined letters in exclusive new 


Regency scripts! Mr and Mes Samuel Me Kin! ey Ford Flower Wedding 
m sharper, more legible letters! BASQUE Line Catalogue 
= new effects with superimposed om ¥ t. Features a complete selection 
Nichals 
and angled letters! Hr. - As. Chomes Barry Xickols of all the most asked-for styles! 
m superior craftsmanship atan a TE - Postpaid shipment within two 
amazingly low price! Lee . days of order! Full 50% discount! 


address your request on your business letterhead to: 


REGENCY THERMOGRAPHERS 


28 West 23rd Street, New York 10, N. Y. 





everything 


new & profitable 


about today’s ERASERS and 
ERASER SELLING 


for you and 
your sales force 


Latest Weldon Roberts FULL COLOR CATALOG 


Gives You Volume-Sales Slants 


SEE SALES MULTIPLY on these 
World’s Quality Standard Weldon 
Roberts Erasers just as soon as you 
write for this catalog and follow 
its recommendations: 


No. 930 


® Shows erasers in actual sizes, beau- ENSEMBLE 


tiful colors. 
® Lists innumerable applications and 
textures for erasing pen, pencil, ball 
point writing; typewriting; business 
machine impressions; artwork. 
Unsurpassed, quality-rubber  tex- 
tures erase cleanly, quickly. The _ 
erasers themselves are self-cleaning. 
Their colors and quality “feel” 
create surprising customer-enthu- 
siasm. 
EASY TO IDENTIFY END 
LABELS on the carton packings 
show quick-to-read stock numbers, 
eraser names; reproduce the erasers 
in actual sizes and colors. You 
can quickly select and sell exactly 
the right Weldon Roberts Erasers 
for all specific needs. 
COLORFUL DISPLAY CON- 
TAINERS BRING POINT OF om 
SALE “IMPULSE-BUYING”. OL 


No. 2020 
MASTER 
PINK 


HEXO 
CLEANER 


2 


WELDON ROBERTS RUBBER CO. | p 
365 Sixth Avenue, Newark 7, N.J. | 
World’s Foremost Eraser Specialists 


Waldon Ro tes 
Gnanand 


Correct Mistakes in Any Language 
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Tie Clasp Slide Rule 


A working miniature slide rule 

by Zinn Originals takes the form 
of a functional, decorative tie 
clasp. When not used as a tie 
clasp, it may be clipped to a shirt 
pocket. , 
The gadget is fully calibrated, with scales A, C and D 
The groove in which the C scale slides is an ideal spot for 
engraving the owner's name or the donor's name if it is used 
as an advertising gift. 


Calculator 23 


Automatic multiplication, addi- 
tion and subtraction through only 
one simple control and one set of 
ten numeral keys are being offered 
by Victor Adding Machine Co. in 
its Mult-O-Matic calculator. The 
machine also does division by 
reciprocals. 

The portable electric machine 
takes little more space than a 
letterhead. Special features permit 

multiplication by the same figure any number of times without 
re-entering it and make it unnecessary to re-enter an added 
total before multiplying it. 


Wired for Sound 24 


Operation of a dictation sys- 
tem becomes part of the typ- 
ing operation when a Stenorette 
tape machine is plugged into a 
DeJur-Triumph = standard = or 
electric typewriter. This com- 
bination was among the prod- 
ucts introduced in the United 
States by the DeJur-Amsco 
Corp 

Keys on either side of the typewriters space bar start, 

stop and backspace the dictating machine's playback. 


Brush-tip Pen 25 


The “Partner Board- 
Scriber,” a brush-tip foun- 
tain pen made in Europe and 
distributed in the United 
States by the Ropex Co. 
features newly perfected 
fibre bristles, flexible to assure novel effects and at the same 
time rigid enough for detailed work. 


The pen is designed for writing, sketching, lettering and 
marking on any surface. Seven flat and round nibs, inter- 
changeable in a matter of seconds, are available. An “ink 
window” permits the user to see the color and supply of ink in 
the pen. 


Spray Stencil Ink 26 

A new stencil ink packaged in an 
aerosol can for greater economy and 
convenience is available from the Faymus 
Division of Bankers and Merchants, Inc. 

The spray ink, which eliminates the 
need for a_ stencil brush and allows 
smooth, even distribution, comes in four 
colors: black, green, blue, red and a 
special erasure color obliterating tan, 
A ball bearing sealed within the con- 
tainer keeps the ink from drying out and 
lumping. 


STENCH 
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| Just about Everybody’s a Prospect! 


You Ml sell MOE L ggBIOIT ATS 7 | 


| 
> | se] By: 2 COA Sif 
items mets Ta 
| 3s ~ | 


. | LJ 
‘ Ke. 
all year ‘round with | : oe 


“QUICK-SERVICE” 
4 MONOGRAMMING 77 


ffered 

“| 2 [Exua| KEVDRAWER 
“> KINGSLEY MACHINE ; ; . 
achiad Sieuaaian Fits desk drawers or file cabinets— 


han a 


permit 7" alia | and just about anybody’s pocketbook! 


rithout 
added WRITING PAPERS 


PAPER NAPKINS 
BOOK MATCHES 
LEATHER GOODS 
FOUNTAIN PENS 
LEAD PENCILS 
PLAYING CARDS 
CHRISTMAS CARDS 















































and many other 





(12” wide, 5” high, 6” deep) 
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A window display that will pay and pay and pay! 


From your display windows, Key-drawer will literally sell 
service. Attract ‘last-minute’ shoppers itself — and definitely lead to profitable sales in other units 
and promote “impulse buying” with a of the KE-MASTER System of Key Control, The 
Kingsley Machine in your own store. KE-MASTER System is designed throughout to regiment 
keys simply, safely, conveniently. 

You'll Enjoy Maximum Mark-up Key-drawer is available in three sizes of 40, 80 and 120- 
Kingsley quality monogramming, the finest key capacities, and in crackle-finish colors of modern gray, 
available, enhances the value of your light green and soft tan. With a handle it becomes a portable 
merchandise ... commands higher prices, unit. Dummy keys and window 

display card are supplied with 

Key-drawer at no extra cost. 


Displayed in your windows, 
Key-drawer is bound to excite 
interest, and further provide 
Write today for complete information you with the opportunity to 
about profits in Monogramming Promotions! sell Key Boards and Key Cab- 

inets in capacities ranging 
from 60 to 800 keys. 


| i Cabinet models with Yale locks for up to 800 keys, with card index 


25 More Customers Will Come to You 
.. when you offer fast monogramming 


gift items oan \ Drawer mode! D-40A for 40 keys 
| 


Board- 
foun- 
pe and 
Linited 
Co., 
rfected 
> same 


helps ‘‘trade-up”’ customers the 
year ‘round! 


Monogramming Makes the Gift Exciting ! 





| CUSHMAN & DENISON 


| 

| MANUFACTURING COMPANY \S-2 | 

STAMPING MACHINE CO. ! 625 EIGHTH AVENUE, NEW YORK 18, NEW YORK | 
850 Cahuenga Blvd. | Please forward complete KE-MASTER Catalog and discount sheets. | 
Hollywood 38, Calif. | | 

Dept. D-28 | | 

| 





Address. 
¥ City Zone State 
- - = for more details circle 134 on last page - - - for more details circle 118 on last page 



















Zo) 6 is i Be) — ee | Te) a 
BUSINESS POR, 


— 













SPECIAL & STANDARD 
ONE-TIME CARBON FORMS 


Sales, checks, purchase orders, bills of 
lading, invoices, insurance forms, reply 
messages, memos, freight bills, voucher 
checks, meter tickets, second sheet and 
many others. 











a REGISTER FORMS 
Pas FOR ALL REGISTERS 
, . Cash and charge, receipts, receiving record, 
television, automotive, gas station, and 
‘ other specialized forms for every business. 
W-2’s AND OTHER 
| = TAX FORMS 
ed el \\\ Officially Approved with all state form 
‘Ss ts combinations. Forms also available for 


NCR, IBM, and Burroughs machines. 





MARGINALLY PUNCHED 
TABULATING FORMS 
STANDARD OR SPECIAL 
for |.B.M., Remington, Flexowriter, and 

similar machines. 


WRITE FOR CATALOG 


CONSOLIDATED BUSINESS SYSTEMS, INC. 
30 Vesey Street, New York 7, N.Y., BArclay 7-3687 
Plants: New Brunswick, N.J., New York, N.Y., Durham, N.C. 
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Expanding File 

A new shelf filing is 
based on a modular concept in the “Add- 
A-Shelf’’ feature announced by Diebold, 
Inc. This feature allows for expansion of 
filing space as it is needed, one shelf at 
a time if necessary 

New units lock together quickly 
no tools are needed to 
Another Diebold removable 
posting shelf that locks into place where 
it’s needed. 


idea in open 


and 
assemble them 


feature 1s a 


Waste Basket 


28 

“Utilitarian” basket 
Federal Tool Corp. is guaranteed 
not to dent or chip. It is made of un. 
breakable polyethylene 
pletely rust-proof, the 
nounces 
The 


vellow. 


A new waste 


by 
and is com. 


company = an- 


basket is 

pink, white or 
and the are molded in 
This model stands 14 inches high and 
17Y-quart size. A 
model is designed 


available in red 


turquoise, 
violet colors 
is a larger, 28. 


quart for rumpus 





room use, 


Microfilm Reader 


A single microfilm reader for both 


29 


roll film and unitized tilm has been 
produced by Documat, Inc 

The new reader is a compact unit 
weighing 27 pounds and_ standing 
about 24 inches high. The screen 
measures 11 by 11 inches. The turret 
head revolves a full 360 degrees and 


either handle can be operated with one 
hand. This Universal model Documat, 
selling for $350, was created to meet 
the needs of users who have a stock of 


} 


Varied 





microfilm from sources 


Tubular File 30 


A new steel mobile tubular file called 
Plan-Mobile has been introduced by 
Stacor Equipment Co., designed to safe. 


guard valuable 
¢ harts 


plans, blueprints and 
and yet keep them instantly avail- 
able for reference, changes or additions. 

Circular tube compartments in_ tiers 
hold rolled drawings, maps and _ similar 
material neatly and firmly upright with 
titles clearly visible. The Plan-Mobile is 
available in two sizes. Tubes with metal 
caps and bases are packaged in cartons 
of 30 





Drawer Pedestals 31 


Addition of three new legal size 
drawer pedestals brings the total 
number of pedestal types to 40 in 
the Arnot-Jamestown Division line 
of Aetna Steel Products Corp 

These are used as components 
in Arnot modular desks and storage 
units. Other recent Arnot additions 
include an office cupboard unit, 


bookcase and telephone cabinet. 
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Last year, over 1,000 brand new big Volland | 


dealers. Again, real proof that Volland is | 
America's FASTEST GROWING 
greeting card publisher. 





Now you can add one competent partner 
to your business, fully trained and totally 
familiar with your greeting card operation, 


without increasing your payroll one cent! 


ASK To SEE AVOLLAND SALESMAN — 


volland 


8 RICHARDS STREET, JOLIET, ILL. 
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Announcement! 
Craftint e-x-p-a-n-d-s its 
Artist’s Pad-Making and 
Paper Facilities! A BIGGER.... 


BROADER, more complete service 








to dealers!. 

It’s the well-advertised 
line that SELLS...with the 
quality that SATISFIES! 


Stock up with 
Craftint ART PADS! 


Tracing... layout...Charcoal... Bristol 
Manila...News... Bond... Acetate... 
Palet-Pads ... Drawing and Sketching Books! 


Stock up with 
Craftint ART PAPERS! 


Drawing surfaces for every art requirement! 
Firm finishes that assure perfect results with ink 


water colors... crayon...temperas... pencil! 


See the complete line of 
CRAFTINT products at 
the 1958 International 
Merchandising Exhibit 
at room 322 on March 2 
thru 5, New York Trade 
Show Building, N.Y.C. 





Cc raft?nt 


THE CRAFTINT MFG. COMPANY 


CLEVELAND + CHICAGO 
Main Office 
1615 Collamer Ave. Cleveland 10, Ohio 


NEW YORK => 
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MORE 


Economical to Use 
Profitable to Sell 


SURERDEX 


Wi 


TRAODE 


FILE FOLDERS 


Regular and Reinforced 

Durable, Ready Collated 

Manila: 8 pt.—9'%2 pt.—11 pt.—13 pt. 
Kraft: 8 pt.—11 pt. 

Colors: 11 pt. 











INDEX CARDS 


Guaranteed uniformity 
of size and ruling, lint-free. 
Ideal for addressing machine use. 
100% Sulphite Stock 
Sizes: 3” x 5”—4” x 6”—5” x 8” 
Colors: White, Buff, Salmon, 
Green, Blue, Cherry, Canary 
Also available in 50% rag content stock 





Free Samples and Information from 


THE WARSHAW MANUFACTURING CO., INC. 


One of America’s largest manufacturers of file folders and allied products. 





1 MAIN STREET, BROOKLYN 1, N. Y. 


fs, 
Printed Tape 32 


Chart-Pak, Inc., is distributing 
a new Tape-Pen, a precision-design 
ed metal holder-dispenser for the 
company’s line of Curve-Line tapes 

Roughly triangular in shape, the 
/ Tape-Pen rolls on a line of pres 





sure-sensitive tape, following any 
curve or angle. Instead of laborj 
ously drawing and inking in graphs 
and circuit patterns, the operator simply selects the desired 
pattern and rolls it on. 


accom. 


Adding Machine 33 


A new Golemon adding machine 
is a hand-operated model of the 
10-key type with a direct subtrac- 
tion feature. 

A two-tone color combination 
gives it eye-appeal and its 9-pound 
weight makes it easily portable. 
Golemon Manufacturing Co. says 
its mechanical design .is basically 
simple so as to insure dependable, 
trouble-free performance. 





Office Furniture 34 
“Tf Volee, a new group of 
modular office furniture, is 
announced by Imperial Desk 
Co. The new line combines 
extruded aluminum legs and 
walnut panels and tops. 

The group includes execu- 
tive, clerical and reception. 
ist desks as well as cre 
denzas, side units, cabinets and tables. All are designed to be 
used as modular groupings or individual units. 





Perforated Panels 

Saginaw Industries Co. 
has begun production of 
steel perforated panels 
for its Saginaw Chief 
line of store fixtures. The 
new steel boards are 
strong, durable and warp- 
proof with a_ baked-on 
color finish 





Shears Display 36 


Clauss Cutlery Co. offers a 
dual purpose display cabinet 
It's either a permanent display 
unit or, with the glass front 
removed, it becomes an excel- 
lent self-service, point of pur 
chase cabinet, 

The cabinet is free with a 
$56.16 assortment that has a re 
tail value of $93.60. 





Spot Carbon Colors 37 

Combinations of various spot carbon colors ranging the 
spectrum can be applied to forms, according to an at 
nouncement by Spot Carbon Products. The colors include red, 
black, blue, purple, green and brown. Some of the colors can 
be ordered in light or dark hues. Multi-color application on 
the back of one form is used to signal duplication data. 
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OLD ENOUGH TO KNOW HOW 





... YOUNG ENOUGH TO TRY IT/* 


Old enough to know how to build the most practical 


drafting tables... . 


Young enough to introduce the latest functional innovations 


in drafting room furniture. 


























‘ No. 602 ANCOBILT 
PEDESTAL DRAFTING TABLE 
The most widely used 

table in drafting room 

and studio. 


No. 870 ANCOSTEEL 
DRAFTING TABLE 
« Fingertip 
tilt control to 
full 90° vertical. 
¢ Print drawer 
full width of base. 
« Illustrated supply and file 
drawers are optional. 


No. 800 ANCO DELUXE 
FOUR POST DRAFTING TABLE 


The old standby of drafting 
rooms throughout the 
country. 
























ANCO equipment for 






of sel 
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WOOD SPECIALTIES, INC. 
71-08 80th Street, Glendale 27, New York 


Write for descriptive literature on 


the artist and draftsman. 


*ANCO never deviates from its strict policy 


ling through dealers only. 








FLAMEPROOF 





GIFT wraps... (alow sul 


EVERYDAY 
CUTTER 


TISSUE DISPLAY 
CARTONS 


MASTER 8k, y a 
DISPLAY 4 EVERYDAY 
ASSORTMENTS PACKETS 





MATCHED 
ENSEMBLES 


~] ~ 





FIESTA PASTEL 
ENSEMBLES 


*. 2 . ” 
FLAMEPROOF = _ = 
BANQUET TABLECLOTHS 


NAPKIN DESIGNS... [nwmnably 


COCKTAIL * LUNCHEON « DINNER SIZES 


ar Lee 
GIVING 


CREPE PAPERS... Colloual 


IN SMART NEW, EXCLUSIVE TUTTLE COLORS 


FLAMEPROOF 








FOLDS 


STRIPED 
ROLLS 


For Every Occasion 


and Holiday... 
— Baltes see a 


* 
And. they re all 
available 
"APPLETON © WISCONSIN 


Paper Specialties you want from One Sowree 


NEW YORK: 1123 Broodway CHICAGO: 20 N. Wacker Drive 
Telephone: ORegon 5-8590 Telephone: CEntral 6.7013 
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Gummed Seal Display 38 —* 

Dennison Manufacturing Co. is offer- 
ing a new wire display unit for its 
decorative gummed seal line. The unit 
combines a revolving upper rack holding 
36 dozen packages and a fixed lower tray 
containing 16 dozen books. 

The complete assortment of flower and 
nature seals carries merchandise with 
total retail value of $62.40. 





Photo-copier 39 

The Copycat Corp. forecast a 
radical revision of office methods 
and systems in introducing _ its 
Copycat “500.” The machine applies 
the photo-copy technique to a sys- 
tem of low cost, high speed quan- 
tity reproduction of all typed, writ 
ten and printed material 

The machine takes a translucent 
master, made from the original, and 
provides up to 1,000 copies an hour from a continuous roll of 
sensitized paper. An attachment allows os pte ol “ docu- 
ments containing a combination of static and variable data 





Transistor Dictaphone 40 
An office dictating machine is now available with an all- 
transistor amplifier which, the Dictaphone Corp. says, virtually 


eliminates costly work interruptions for amplifier repairs and 
does away completely with time-wasting warm-up delays 

The transistorized amplifier, developed for Dictaphone's 
Time-Master machine, provides instantaneous response when 
the user turns on the machine ready to dictate. Power con. 
sumption is said to be a small fraction of that required for 
tube amplifiers. 


Magnetic Tape 

An_ extra double 
play” magnetic tape has been 
announced by Minnesota Min- 
ing and Manufacturing Co 
Called “Scotch” brand magnetic 
tape No. 200, it is made from 
polyester film which has been 
“tensilized” by a new process 


strong 





which is said to double its 
strength. 

As a result of the tensilizing process, the company says 
this tape can be used on any tape recorder without the danger 
of stretching or breaking and without especially careful hand- 
ling 


Paper Punch 42 


“Presto-Matic,” a new self- 
centering, double action paper 
punch has been introduced by 
the Metal Specialties Manv- 
facturing Co 

In addition to a device which 
automatically centers the paper 
for punching, each machined punch head has a cylinder that 
holds the paper tight w rhile the punch follows through. 








IMMEDIATE SHIPMENT 
TOOL STORAGE INSERT 


No. 5002 


Convenient storage of drills, tools, 


taps. Insert tapers from 72” at top 
to 17” at bottom. Label holders on 
each shelf. Size 3354” W x 34%." H € 
x 17” D. 


Prices F. O. B. factory or warehouse, Philadelphia. Complete 
shop box and shop equipment catalog on request 


Phone BAldwin 9-1805 
1577 W. Indiana Ave., Phila. 32, Pa. 


BAY PRODUCTS INC. 
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PENCIL 


Pins on... Pulls out... 
Winds back! ... 


So smart, so useful...any woman would 
love to wear one—especially if she’s a 
nurse, teacher, student, librarian, sales 
or clerical person. A gentle pull, and 
this beautifully styled mechanical 
pencil glides out on its sturdy 
17-inch chain. When not in 
use it automatically winds 
back. In 6 lovely colors 
with chrome trim. Eras- 
er, extra leads inside 
screw-On cap. 








(incl, tax) 


© PRODUCTS 


Division of KETCHAM & McDOUGALL, INC., Box 15, Roseland, N. J. 


Send for cotalog describing complete PAT line: 
Stomp Keeper * Tope Keeper * Ree! Riter Boll Point Pen ® Pin-On Pencil | 
TELottach Pencil © Key Keeper * M Matic R 
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Whether the decor is 





The New 
13%’’ Spiralite by Colonial 
blends in perfectly 


The rare combination of smart design, real beauty and magnificent, 
vibrant colors combine to make these new Spiralites by Colonial a 
wonderful addition to your candle counter. Available in 9 colors — 
ivory, lemon, white, turquoise, spring green, emerald green, old 
rose, red and light pink. 

SEND FOR COMPLETE CATALOG 


(Colonial Candle (0. of Cape (od, Inc. 


HYANNIS, MASSACHUSETTS 
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= NATIONAL 
snes ADVERTISING 


came Acco Not Only Makes The Best 
—— But HELPS YOU SELL IT! 


For well over 50 years Acco’s rep- 


Vp Burrow % 
Clearing House utation for quality and leadership 





has been tops. But Acco doesn't 
stop there. Acco wants to see your 
merchandise move. 

That's why Acco has always be- 
lieved in giving you sales making 





displays and promotion helps 
ENGINEERING And it’s why Acco is using Na- 
NEWS RECORD tional Advertising to your cus- 
tomers — spreading the know!- 













edge of and demand for Acco 
products. Millions of readers will 
see Acco advertising again in 1958. 
Are you ready to sell them? See 
your Acco catalog. 


ACCO PRODUCTS 
A Division of NATSER Corporation 
Ogdensburg, New York 


In Canada: Acco Canadian Co., Ltd., Toronto 
for more details circle 101 on last page 

















TODAY'S 
Se ECRETARY 











MORE 
PEOPLE 
BUY 


MARKING DEVICES 





LOUIS MELIND COMPANY © 3524 NORTH CLARK STREET © CHICAGO 43 
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| THE 
| A best-seller for its excellent quality 
| wo me 

| Top styling, streamlined nose-piece 
| 

dnd beautiful finish—together with the 


interchangeable refill feature which 


means substantial savings to the cus- 





tomer and repeat sales to the dealer 
—make the KOH-I-BALL a must on 
l) every buyer's list. 


RETAIL 29¢ EACH (Refills 15¢ Each) 











RETAIL 49¢ EACH (Refills 15¢ Each) 


The popular double-ended KOH-I-BALL, with Red and Blue points at 
opposite ends still only 49¢ each 


Complete range of refills with color coded tips for quick identification includes: (1) Regular 
Writing (2) Fine Ball for Accounting (3) Blue-Black (4) Colors (5) Liquid Lead (6) Reproducing 


The Finest in Writing 


Instruments Since 1741 








| KOH-I-NOOR PENCIL CO.® BLOOMSBURY, NEW JERSEY 
<<  ;§$ — TS ae ta 





TED fk es cee ee ees 6 
Data Reader 43 


A device that reads legible per- 
forated mumbers and _ translates 
them into any form of “machine 
language” is described by _ the 
Cummins-Chicago Corp. as_ the 
latest step in automated account- 
ing procedures for business. 

Called Perf-O-Reader, the ma- 
chine serves as input for computer 
systems, tape-to-card punch ma- 
chines, transceivers and electronic- 





ally actuated printers, listers and calculators. In the photo, a 
5-channel code tape actuated printers, listers and calculators 
In the photo, a 5-channel code tape actuated by the Perf-O- 
Reader drives a solenoid adding machine. 


Pocket Calculators 44 


J B. Carroll Co. offers a 
series of five different pocket 
calculators as a package deal in 
a plastic counter display. 

One dozen each of five cal- 
culators are included — a 6- 
inch slide rule with plastic 
slide and A, B, Cl, C and D 
scales and conversion tables and 
formulas, stock yield percent 
age calculator, board foot calcu 
lator, cost and selling price calculator and profit margin cal 





culator. 





NEW Ever-Safe Portable 
Insulated LEDGER FILE 


Posting Machine Carriage 
clears top of Ledger file. 







Model 501 LEF 
| gan No heavy lifting 
i oes © of trays. 


FIRE PROTECTION at point of use — 


Convenient Operating Height — Posting trays holding 24% more 
sheets, rest on sides of drawer at convenient posting height when 
in use. 

Roll-Around Portability — Easily roiled alongside posting machine 
or any other desired location. 

Operating Ease — Drawer has finger-tip operation on 10 roller 
bearing full suspension. Easy to open and close. 

Point of Use Protection — Records never need to leave the file — 
protected from fire at all times. 

SPECIFICATIONS: Inside drawer dimensions: width 18144”; Height 
14, Clear filing depth 26” — Outside dimensions: Height on 
pedestal 2812"; Width 2234”; Depth 31”. 


Write for complete information and prices 


Midwestern Manufacturing Corp. 


Indianapolis 4, Indiana 





Four-color Pen Set 45 
A ball-point desk set of four pens, 
each of which writes a different color 


and a desk stand is offered by Penwise 
Manufacturing Co 

The color of each pen matches its 
ink, red, blue, black or green. The en- 
tire set, in an individual box, is made to 
retail for $1. 





Office Sweeper 46 


A scaled-down, solid brass carpet 
sweeper for use in exclusive offices 
has been announced by the E. R 
Wagner Manufacturing Co. 

Called the Fireside, the compact 
sweeper has a standard type brush 
with moving combs that quickly 
whisk up ashes, scraps and other of- 
fice debris on bare floors as well as 
on carpets and rugs. List price is 
$9.95 





New Package 47 


Gem paper clips made by I. and M. Sufrin have been 
repackaged in a display carton with snap-up flap to encourage 
impulse sales and save space. The Steel City Gem clips are 


made of coated and galvanized steel wire 











REMARKABLE...REVOLUTIONARY 


Exclusive 
Design 


Not one, 
but 

2 QUALITY 
LOCKS! 


Electronically 
welded 
in place 





Full 
2 inch 
expansion 


Double reinforced 


EXPAND-A-LOPE a. 


(Trade Mark) with the 2 inch expanding gusset 
WE GUARANTEE WITHOUT RESERVATION that the Ex- 
pand-A-Lope will make obsolete any /ike-appearing item selling 
for up to $20. 
One piece bonded construction with NO WEAK or TENDER SEAMS. 
No Skimping . . . No Cardboard . . . No Tricks . . . all solid 
quality material, extra thick 42 gauge virgin vinyl! Double 
reinforced bottom. 

DO NOT CONFUSE EXPAND-A-LOPES with chain store 
type goods or comparably priced domestic or imported items!! 
SIZE: 15 inch x 11% inch; legal file folder enclosed. 

DEALERS’ NET PRICE: — $18.00 doz. 
QUANTITY DISCOUNTS: —5% on 6 doz.; 10% on 12 doz. 
COLORS: Seal Brown, Jet Black, Luggage Tan 
SHIPPING WEIGHT: 15 Ibs. per doz. 
Order a trial dozen today... 
Your satisfaction guaranteed! 


SEE YOUR JOBBER or WRITE TODAY. 
ANGLER’S CO. 45-22 162nd St., Flushing 58, N. Y. 


- 
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WORDS OF WISDOM 





“OuR horizon 
IS NEVER QuItE 
at our elBows’” 


HENRY DAVID THOREAU 







Over 7,000 dealers throughout the United 
States have proven their wisdom by stocking 
SPHINX TYPEWRITER PAPERS — truly 
a great leader in the stationery field... A 









paper for every office need! 






PAPER CORPORATION 
240 West 18th Street * New York 11, N. Y. 


502 : 
LWASUS US eS ASASISas asad 
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keto: THE HANDIEST 
ae ate) Ra@tiats a. .\)) = 
Splits Cases and Cuts 


Off Tops Cleaner and 
Quicker! 


* 
Ideal for Making 
Carton Displays 


Can Be Carried in 
Pocket! 


Kutto is the handiest tool ever made for the receiving and shipping 
room. Made of heavy quality steel, it will stand a life-time of hard use. 
Kutto is now available to you for re-sale purposes . . . contact your 
wholesaler or wri! 





Postpaid 


ite us. 
Retail Price, 1 Kutto with blade and 5 extra blades in handle... 
each 
Wholesale 


Pai $1.25 
Price, 1 Dozen or more $10.00 per doz. f.o.b. Chicago. 
. 
Snippo 


STRING 
CUTTER 


; @ CUT STRING, 

: ee TWINE OR ROPE 
Snippo is the safest string cutter on the market ... it has no 
exposed blade and it is impossible to cut one’s self. Sturdily con- 
° as of heavy steel and is plated to prevent rusting. Retail price, 
ac $1.2 











WHOLESALE PRICES, F.0.B. CHICAGO 





1 dozen or more, with 5 extra blades, per GOZEM ......ccccccccsessssssessesseeeee $9.00 
2 dozen or more, with 5 extra blades, per GOZEM o....ccccccccccccsssssssseesseessses 8.50 
3 dozen or more, with 5 extra blades, per GOZEM o.....c.cccccesssessesssesseesseees 8.00 


Manufacturers of Precision Cutting Tools 
Write for Circulars 


MODERN SPECIALTIES COMPANY 











4301 W. Ogden Ave. Dept. MS. Chicago 23, Ill. 
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for-volume profits 


4. 
f o>, 
mE 
{ CARBON PAPERS 


and TYPEWRITER RIBBONS 


Write 


is the RIGHT line . 
to feature 


Top profit for you is assured 
because the name WRITE 
guarantees top quality and 
top performance for your 
customers. 

Easy-to-handle WRITE carbon papers 
make more copies, make cleaner carbons, 
and are more economical to use. 
WRITE typewriter ribbons produce clear- 
est, crisp, uniformly sharp letter — and last 
a long time, too. 

Make certain of your repeat sales and cus- 
tomer satisfaction by featuring this sales- 
boosting line. 


“When it’s WRITE it’s RIGHT.” 


Promptest deliveries, always. Send 
for samples and discounts today. 















WRITE 


INCORPORATED 


420 Lexington Ave., New York 17, N. Y. 
Factory: Bridgeport, Conn. 
- - - for more details circle 161 on last page 


NEW 1958 
PAPER 

PARTY GOODS 

CATALOG 






Ready for 
You Now. . .with 


Ideas for Profit! 
@ Look for sparkling designs and ideas 


that will sell for you. Instead of buying 
just any paper goods... always look for 
Paper Art! 








SEND FOR IT 
NOW! 


Paper Art Company, Inc. + 26 yrs. in America’s finest stores 
3500 North Arlington Avenue, Indianapolis 18, Indiana 


@ Please send your new 1958 Paper Party Goods Catalog: 


Store Name._......... 








State 
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NEW PRODUCTS 
Pen Points 48 


Artists and draftsmen have 
wide array of pen points at their 
immediate command in a new Di 
Carlo Pen Co. set of interchange 
able nibs molded of butyrate 
plastic 

Threaded nibs, each of which 


holds a steel point, screw readily 
into the pen holder. A point can 





be changed in two seconds or less, 
the company says, with no jamming, tugging or soiling of 
fingers 


Automatic Reminder 49 
Mem-O-Matic by the Vocaline 
Company of America is a fully 


automatic unit that combines the 
conveniences of a clock, calendar 
and memo pad 

Selected holidays are printed on 





the moving calendar paper roll and 
personal and business memos can 
be added to the same roll. An ad 
ditional refill calendar roll for the 
next year is supplied with each unit, which retails for about 


$19.95. 


Coating for Metal 50 
Development of a coating as colorless as water for pro- 
tection of bare non-ferrous metals to restore the color and 





NOESTING PIN TICKET CO. 


“Millions Daily” 


BRANCH FACTORY 
1815 WEST 74th STREET 
CHICAGO 36, ILL. 


MAIN OFFICE: AND FACTORY 
728 E. 136th STREET 
NEW YORK 54, N. Y. 
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gloss of faded paint or enamel has been announced by the 
finishes and coatings division of Magnus Chemical Co. 

The company says it has been tested for three years and 
it does not peel or turn yellow. It is a synthetic, high loss 
polymeric finish, not a lacquer, yet it dries hard in 30 minutes 





Drafting Table 51 

One of two additions to the 
Anco-Bilt line of drafting tables 
is an attractive hammertone gray 
Ancosteel table with rounded 
corners, designed to fit well with 
modern office decor. 

Anco Wood Specialties, Inc., alse 
announces that table base sizes 
have been standardized. The same 
base size will be used for all tables 
and interchangeable boards of varying dimensions will be avail 
able. When the need for a larger or smaller board arises, only 
the top need be replaced 





Forms Carrier 52 
. Special forms carriers for Flexo. 

oe writer and IBM 884 typewriters 

are offered by UARCO Inc. The 
carriers give easy access to the 
back of the typewriter, as re 
quired on these two machines 
The carriers, holding about 
3 pounds of forms, aid the feed 
ing and writing of continuous 
interleaved forms by removing the strain caused by carriage 





return and forms weight 


‘Offer ROWLES 


THE FINEST NAME IN 
WALL HANGING eee 
AND BULLETIN BOARDS 4 











Framed in wood or aluminum, there's a size and 
style for every use—school, office, store, industrial 
or home. Chalkboards are in See-GREEN or black; 
cork bulletin boards in tan. All Rowles bulletin 
boards and chalkboards have brand acceptance, and 
are priced right for quick turnover. Sell the line that 
sells itself—sell Rowles! 

Many other styles available including boards with 
easels and floor stands. 

Get the facts—Write today for Dealer Catalog! 


E.W.A. ROWLES CoO. 


MANUFACTURERS OF SCHOOL EQUIPMENT 
114.N. Hickory St. / Arlington Heights, Ill. 
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Surpasses 
Them 
All 


or your 
trial dozen 
costs you 


nothing! 





memri-mate DELUXE MEMO PAD SET 


} 
tooling effect | 
} 


Better for quality, originality, with deep gold e 
beauty, profits. Competitive pro- achieved by our exclusive 
ducts were thoroughly analyzed “Quiltone” process. Pad cover 


before Memri-Mates were created 
to surpass them! 


of luxurious Spanish crush grain 
vinyl. Matching golden pencil. 
Decorative color panels of beau- Covers in beautiful 
tiful design are triple colored, colors. 


3 POPULAR SIZES — INDIVIDUALLY BOXED 
Pad set consists of cover, pad, and pencil 
Cover size Dealers’ net price 


assorted 


No. 30—31/.” x 33/4”—(300 sheets) 4.32 doz. || 
No. 31—41/,” x 51/4"—(250 sheets) 5.76 doz. || 
No. 32—6” x9” —(300 sheets) 13.20 doz. || 


Extra quantity discounts: 5% on 6 doz., 10% on 12 doz. 


Order a trial dozen today... 
Your satisfaction guaranteed! 


ANGLER’S CO. 
45-22 162nd Street, Flushing 58, N. Y. 
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for Every Bridge Player 
SOLO BRIDGE BY GOREN 
$21.60 per doz. Retail $2.95 ea. 





See This Fast Selling Item in Room 906—Palmer House— 
Chicago Gift Show—Feb. 2-13 and at all leading Gift Shows 


Write for our new 1958 catalog 





HEINES pustisHinc co., INC. 
123 NORTH THIRD ST. 


MINNEAPOLIS 1, MINNESOTA 
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RULERS @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS @ @ PROTRACTORS @ OTHER DEVICES 
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ta ke the 
BEE LINE 





Trademark of America’s most complete 
line of quality Drawing Papers! 


e Drawing Papers 

e Watercolor Papers e White and Colored 

e “Canvaskin’ Charcoal Papers 
In Rolls, Sheets, Wire Bound Books 


e Tracing Papers 





American Watercolor Society 
Handmade Watercolor Papers. 


Endorsed by famous 
watercolor artists! Also 
available in a Student Grade. 


|= 9 =a a 
paper Co., ine. 


1-9 JORALEMON STREET 


BROOKLYN 1, 
“The Home of Artists’ Pape rs” 


N. 
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“Pencils Do More Jobs Better’ has 
been chosen as the theme of the first 
annual Pencil Week sponsored by the 
Lead Pencil Manufacturers Assn. The 
industry-wide promotion will run from 
Feb. 24 to 28. 


RE Ri ee 


|| Pena joe BETTER! 
| « PENCIL WEEK 





Biggest 
Attraction 
since SPUTNIK 


These window and door streamers, printed 

| in seven colors, are keyed to the Pencil 

Week theme. They are provided in the pub- 

os licity kit, but dealers who want more may 
' rE FIELD 
ikaDs TH | 


oe oe eh = 5 ay order them. 


AND YARDSTICKS 


DISPLAYS 





The slogan was selected to under- 
score what pencil manufacturers feel 
makes their product an indispensable 
tool the great variety of 
writing jobs handled by the general 
purpose pencil and the newer special 
purpose pencils on the market. 

An extensive promotional program 
has been mapped out by the pencil 
companies. Advertising in national and 
trade media will call attention to the 
special week. Dealers will be supplied 
with advertising mats and an elaborate 
Pencil Week kit containing window 


writing 








The more they see em the | 
more you sell. Set up these 














and door streamers, ideas for displays 
and sales pointers to help dealers sell 
more pencils. The promotion kit is 
available from the Lead Pencil Manu- 
facturers Assn., 60 East 42nd St., New 
York 17. N. Y. 

| Pencil suppliers are urging dealers 

to participate in a display contest, of- 

fering as prizes a color television set, a 


Pencil Promotion is Last Week of February 









portable television set and a number 
of transistor and clock radios. 


| more jobs 
better! 






















This self-standing cardboard window card 
in seven rich colors will be distributed to 
stationers only upon request. The two side 
panels are scored and folded in, giving the 
card a three-dimensional effect. 











Fine Leather Desk Sets 
Pads and Accessories 


CATALOGUE NO. 56 
ON REQUEST 


Stationers Specialty Corporation 
19 W. 21st St. New York 10, N. Y. 



























Three types of Senco Displays avail- 
able. One for School Rulers . . . one 
for Office Rulers and the general pur- 
pose Senco Sell-O-Ramo. Write for 
catalog, prices and deal. Buy from 
your nearby jobber. 


SENECA NOVELTY CO., INC. 
Mfrs. of SENCO Rulers and Yardsticks 
52-54-56 MILLER ST. 

SENECA FALLS 6, N. Y. 
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| 
| the GIRL-SIZE FILE that does 
| a MAN-SIZE JOB!... 


MODERN STATIONER, FEBRUARY, 







Write for prices and complete information 


BANKERS BOX CO. Dept. SUH 


2607 North 25th Ave. © Franklin Park, Ill 
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LIQUID THOUSANDS 
ASSETS MORE DOLIN STEEL 


for your 


— TRANSFER FILES 
pepartueny MWILL BE SOLD THE 
ARTISTS’ OILS NEXT 3 MONTHS 


e 
VARNISHES—VEHICLES | Year end records transfer time means volume sales of 


Your customers know that the beauty of a painting steel transfer files. Pace-setting dealers always recom- 
Weber Oils—Varnishes—Vehicles are assets to carry | complete line available through the dealer. There's a 
in two ways: 1—Their fine quality will give you a | DOLIN engineered file for your customer's every re- 
reputation for high quality merchandise. 2—Their quirement. 45 stock sizes in 3 different styles are ready 





y 
number 























low card wide acceptance assures fast turnover—a fluid inven- sie di ‘ deli 5 t 
buted to tory—a real liquid asset which means more profit | fF 'mmediate SAGES: CES: TOS See 
idee a on investment. today and SELL YOUR SHARE, TOO! 

> 


Write for prices and discounts. 


— F. WEBER CO. | 3 


Manufacturing Artists’ Colormen, Si 
anufac acne " oe ionag 15s COMPLETE 
LINES 
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CLIX "32 


ee does 


the trick 





"G300"'s 


WITH 
NYLON GLIDES 


WITH BALL-BEARING ROLLERS 


FRONT OFFICE LOOK ''500"'s 


‘ WITH EASY ACTION ROLLERS 
ation 


N. Xs 


"A SIZE TO FIT 

EVERY RECORD" 

Now, a sing] h d double job! 

Clix mode! 32 converts instantly, simply by PRICED TO MEET YOUR 
justing b ; 

Soles ersaquiced. Token seater @? to 12" DIRECT SELLING COMPETITION! 


long. Gauge-marked in 1” gradations. Lists 
at $6.50. for extra profits... 








| 





Order from your wholesaler We will drop ship direct to your customers, using your 
MODEL 32... For 3-hole punch- labels — at no extra charge. No handling, no stock for 


ing, 4” dia. spaced 41%" on cen- 


ters. For 2-hole punching, 4" , you to reship —just bill your customer. (Free delivery 


dia. spaced 234” on centers. 


in New York City) 
WRITE FOR DESCRIPTIVE LITERATURE 


EP @LEINE METAL PRODUCTS, Inc. 
317-23 LEXINGTON AVENUE, BROOKLYN 16, N. Y. 
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NEW ENGLAND PAPER PUNCH CO. 








NATICK, MASSACHUSETTS 


WESTERN REPRESENTATIVE-HARRY HENKEL ASSOCIATES 
Western Merchandise Mart, 1355 Market St., San Francisco 













ast page 
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Sales Presentation Catalog A 

An all-new, 116-page, loose-leaf and 
sales presentation catalog is being of- 
fered by the Elbe File & Binder Co. It 
lists over 2,500 stock items and_ has 
special price schedules for hundreds of 
made-to-order binders. 


Copy Machine Bulletin B 
“Office Copy Machines and How to 
Choose the One to Suit Your Needs’ is 
the title of a new information bulletin 
by Peerless Photo Products, Inc. 
The leaflet describes the main features 


of the four different types of Office 
photocopy processes in use today: 
diazo, dye-transfer, infra-red and_ silver 
transfer and points out relative merits 
of each. 

Data Processing Guide Cc 


A 36-page guide to the electronic data 
processing system, written in non-technical, 
layman's language, has been published by 
Remington Rand Univac Division. 


Called “How the Computing System 
Works for You,” the illustrated booklet is 
the first in an educational series designed 
to clarify the ‘mysteries’ of electronic com 
puters to high school and college students 
as well as to laymen in all walks of busi- 
ness and industry. 


Desk Catalog D 

“Steelcase Desks,” a 44-page, illustrated 
publication, is being distributed by Steel 
case, Inc. Desks, files, storage units and ac- 
cessories are described. 


Pen Catalog E 
A new 24-page catalog describing the 
complete line of products of the C. Howard 


Hunt Pen Co. has been prepared. It is 
Catalog No. 30. 
Novelty Catalog F 


D. Robbins & Co. offers their new No. 30 
catalog of more than 500 magic tricks, party 
jokes, puzzles and novelties. 





TURNOVER... 


(Continued from page 23) 
recent year that its average dealer had 
a stock turn of 3.4 times. This would 
represent a turnover of between one- 
third and one-fourth of total inventory 


each month. 














Dealers reported various methods 
of raising the stock turn rate. Im. 
proved shipping instructions, better 
stock records and ordering procedures, 
self-service installation and reduction 
in the number of items or ling 
carried — all of these were cited by 
NSOEA members as ways of lowering 
the average inventory while main. 
taining or increasing sales volume 

The stock turn rate, of course, may 
not be the same for each month. In 
December, for example, stock turn 
should ordinarily be higher than in 
January. Dealers should allow for 
this in planning their beginning of the 
month stock. 

Many small business owners tend to 
fall into the snare of substituting 
guesswork for facts. Just because their 
firms are small, they often have a 
mistaken impression that they know all 
What they do 
know is important, undoubtedly, but 
there is no substitute for simple but 
adequate records which will reveal all 
the information required for proper 
stock management. 






that is going on. 







TESTRITE’S “SEERITE” magnifiers 


Optically ground and polished 
glass lenses. The unique green 
metal display stand makes 
sales easy. Each reader at- 
tractively packaged in ale 
scarlet and grey box. 








2-21" Readers List $1.75 ea. $3.50 
2-3” Readers List 2.25 ec. 4.50 
2-312" Readers List 2.75 5.50 
2-4" Readers List 3.25 ca. 6.50 
2-41" Readers List 4.50 ea. 9.00 
TOTAL RESALE VALUE $29.00 
One $2.00 Display Stand Free with 
Each Assortment 
PRICE TO DEALER — $17.40 
Open Stocks Available Less 40% 


TESTRITE INSTRUMENT CO., INC. 


135 Monroe St., Nework 5, N. J. 
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MR. PURCHASING AGENT 


If you are a user of set-up or folding paper boxes in 
large quantities and wish to save dollars, WRITE OR 
SEND me your samples & advise quantities desired. You 
have nothing to lose—only to gain. | represent well 


‘rated companies in East. All replies in strict confidence. 


Write Mr. J. Jerry, Dept. M 672 Bayard 
401 Broadway, N. Y. 13, N. Y. 











| 





BEST-TEST is nationally advertised 
and nationally used for every past- 
ing and mounting purpose — it 
makes pasting a pleasure! 

BEST-TEST is clean — speedily ap- 
plied — will not curl, shrink or 


no . wrinkle paper. Stocked by leading 
yo fA. ss distributors everywhere. 
SHRINKING —— 
UNION 
RUBBER & 


PAT or 


TRENTON, 13°] CEMENT 


N. J. AND ACCEsso 
Real Ad RIES 





hesive 
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‘ OFFICE KNIFE 


#119 
$1.00 
Also penholders, lead holders, 

carton openers, marking pencils. At pro- 
gressive dealers everywhere. Write today for 
free illustrated catalog! 


GRIFFIN MANUFACTURING CO. 


193 LYNDHURST ST. ROCHESTER, NEW YORK 
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AS I SEE IT 


By Douald Frey 


ques |= Secretary-treasurer, Wholesale Stationers’ Association 


his month we would like to discuss 

the important topic of the dealer's 
return on his capital investment and 
the role played by the service whole- 
saler in helping the dealer achieve 
larger returns. 

While one common measure of 
profit for business today is return on 
sales, there is another side to the pic- 
ture sometimes not fully realized. Re- 
turn on capital, return on the money 
turned over to the business for its 
use also must be considered for a 
clear profit picture. 

Five percent return on $100,000 
sales may be very profitable for a busi- 
ness employing only $10,000 in capi- 
tal, but most unsatisfactory for a 
business employing $200,000 in capi- 
tal. 

In the stationery industry, even a 
small dealer cannot adequately finance 
his business without a sizeable invest- 
ment. The National Stationery and Of- 
fice Equipment Assn. (NSOEA) te- 
ports that most of its dealer members 
have an annual dollar sales volume of 
between 250 and 500 thousand dollars. 
These dealers cannot finance their 
businesses without an average capital 
investment of $111,300. For 1955, the 
average dealer had a 12.5 per cent re- 
turn on his investment before taxes 
On operational profit and 8.6 per 
cent return after taxes. 

The largest capital item for a deal- 
er is his inventory. If this item is pro- 
perly managed, it can release available 
capital for other purposes. NSOEA 
reports the average dealer has 41.1 
per cent of his capital investment tied 
up in inventory. 

The second largest capital item is 
accounts receivable. The average deal- 
er has 21.1 per cent of his investment 
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tied up in accounts receivable. 

If a dealer uses the full services of 
a service wholesaler, his total invest- 
ment in inventory and in accounts re- 
ceivable can be reduced or kept with- 
in reasonable limits. 

First, trained salesmen of the ser- 
vice wholesaler can counsel the deal- 
er on an inventory control system 
which permits the smallest expendi- 
ture for a balanced stock of the widest 
range of profitable choices. Second, 
the merchandising advice of the train- 
ed salesmen will reflect 
creasing store transactions or 
sales, cutting delivery expenses and 
upgrading unit sales. 

Classification of products a deal- 
er handles becomes important. NSOEA 
reports its average dealer does 42.6 
percent of his dollar volume in com- 
mercial supplies, 20.6 percent in of- 
fice furniture, 3.1 percent in machines, 
5 percent in printing and 28.7 per- 
cent in “all other.’ This final classi- 
fication includes greeting cards, gift 
items, art supplies, games and similar 
merchandise. 

Today’s service wholesaler is gener- 
ally equipped to supply the dealer 
with this general ‘‘all other” class and 
the first category, commercial supplies. 
These two add up to 71.3 percent of 
the average sales volume. 

How can capital return be in- 
creased? It can be done in these three 
ways. 

(1) It can be done by maintaining 
the present rate of capital investment 
in inventory, accounts receivable and 
fixed assets while increasing the pre- 
sent net profits. The key to doing this 
is fuller use of the inventory control 
and the selling and delivery services 
of the service wholesaler in improv- 


itself in in- 
cash 


ing the rate of turnover of the inven- 
tory. 

(2) It can be done by maintaining 
the present rate of net profit and re- 
ducing the capital investment in in- 
ventory, accounts receivable and fixed 
assets. The key to doing this, again, 
is fuller use of the service wholesaler, 
especially his merchandising services, 
his dealer training and his counseling 
on marketing trends, packaging, store 
arrangement and credit services. 

(3) A third way to increase capital 
return is a combination of the above 
methods. That is, increase the present 
rate of net profits and at the same 
time reduce the present rate of capital 
investment. 

Two recent events have occurred in 
our industry to emphasize the impor- 
tance of measuring capital return and 
the key role played by the service 
wholesaler. 

The first was the NSOEA manage- 
ment school at the 
Georgia where leading dealers were 
told of the important role of the ser- 
wholesaler. The 
wholesale management course con- 
ducted by Ohio State University. The 
essentials of this course are being 


University of 


vice second was a 


sent to all service wholesalers from 
the office of the Wholesale Sta- 
tioners’ Association. 

A forthcoming event that will 


train wholesaler sales- 
men to their dynamic role of mer- 
chandisers and counsellors to dealers 
on matters of turnover and capital 
return will be the Salesmanship School 
for Wholesalers. This will be con- 
ducted for four days, March 2-5, in 
the New York Trade Show Building 
during the 1958 International Exhibit 
of Stationers’ Products. 


setve to new 
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RAIN ox 
SHINE... 


prerer Ed-U-Cards 


PREFER 


C ARD GAME Se 


Always us 


"ae 


Children’s 


Educational Games 29c 


Ed-U-Cards Mfg. Corp. 


13-05 44th Ave., Long Island City 1, N. Y. 
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Before You 


BUY. 


MONOGRAMMING- 
PERSONALIZING 
MACHINE 


WRITE TODAY FOR 
FULL DETAILS ON 


FREE 2 WEEK 
TRIAL LOAN 


Howard Stamping 
Machine Co. 


4445 W. Belmont Chicago, Ill. 


for more details cricle 132 on last page 
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CLASSIFIED 
ADVERTISMENTS 


_ Deadline for classified advertisements 
is the fifteenth of the 2nd month pre- 
ceding the month in which the magazine 
is issued. RATES: 20c a word. Minimum 
Order: $4.50. Names and address are to 
be included in the count. Initials or 
sets of figures are to be counted as one 
word 








HELP WANTED 





Office Supply Manager for exclusive store 
in Southern town 17,000. Prefer man 
with experience, or man and wife com- 
bination. Will make salary and commis- 
sion arrangement and will consider letting 
good man buy in half interest gradually 
if he wishes. Write Box 179, Modern 
Stationer & Office Equipment Dealer, 
405 East Superior Street, Duluth 2, Min- 
nesota. 2-58 


DEALERS AND REPRESENTATIVES 
WANTED STEEL EQUIPMENT 
National AAA Manufacturer of § steel 
lockers, shelving and storage cabinets 
inviting inquiries from dealers and rep- 
resentatives on full line representation 
Completely new locker line. Protected 
distribution. Excellent backing. Sales 
Promotion program. New literature. Can 
offer fast deliveries. Prefer dealer or 
representatives with capacity to handle 
substantial volume. Attractive arrange- 
ment. Write in confidence. W. W. Ogren, 
Penco Metal Products Division, (Dept. C) 
Alan Wood Steel Company, Oaks, Penn- 

sylvania 





WANTED 
Representatives calling on stationers, gift 
and department stores to carry proven 
line Vinyl plastic portfolios, pocket 
savers, card cases, pocket secretaries, 
etc., and acetate and Mylar sheet pro- 
tectors, job tickets, badge card holders, 
etc. Only proven producers need apply 
Please send full details as to lines 
handled and territories covered in first 
letter. Box 181, Modern Stationer & Of- 
fice Equipment Dealer, 405 East Superior 
Street, Duluth 2, Minnesota. 2-58 


CARBON PAPER, TYPEWRITER RIB- 
BON MANUFACTURER — complete line 
carbons, ribbons and duplicating sup- 
plies seeks established manufacturer's 
representative for South, South West 
and Midwest. Box 180, Modern Sta- 
tioner & Office Equipment Dealer, 405 
East Superior Street, Duluth 2, Minne- 
sota 2-58 





LINES WANTED 





Wanted for California reliable Stationery 
or Allied Lines by established representa- 
tive calling on Department and Stationery 
Stores 25 years. Box 177, Modern Sta- 
tioner and Office Equipment Dealer, 405 
East Superior Street, Duluth 2, Minne- 
sota 2-58 


Manufacturers Representative with ex- 
cellent connections covering Stationery 
and Dept. Store Trade in Metropolitan 
N. Y. and N. J. is looking for one addi- 
tional line, Paper, Napkins, etc. Box 178, 
Modern Stationer & Office Equipment 
Dealer, 405 East Superior Street, Duluth 
2, Minnesota 2-58 


Manufacturers Representative with ex- 
cellent connections covering stationery 
and department store trade on Pacific 
Coast would like additional line. Box 169 
Modern Stationer and Office Equipment 
Dealer, 405 East Superior Street, Duluth 
2, Minnesota 2-58 





FOR SALE 





LARGE AMOUNT USED VISIBLE CABI- 
NETS, KARDEX, ACME and RAND 
Variety of sizes and styles. A-l con- 
dition. Eversteel Equipment Company, 
69 Spring Street, New York 12, N. Y 

2-58 


64 


Feb. 2-13 — Chicago Gift Show, 
Salle Hotel and Palmer House, Chicag 
Feb. 2-5 — 36th annual China, Gl 
Gift, Jewelry, Toy, Stationery 
Housewares Show, Civic Auditori 
Sheraton-Palace, St. Francis and 
Francis Drake hotels and the Weste 
Merchandise Mart, San Francisco. 


Feb. 5 — WSA Mid-Western confereng 
Part I, Cleveland Athletic Club, Cley 
land. 


Feb. 9-12 — 
land Public 


Plaza _ hotels, 


Portland Gift Show, Po 
Auditorium, Benson 
Portland, Oregon. 


Feb. 14 — Valentine's Day. 


Feb. 14-16 — Texas OMDA annual mee 
ing, San Antonio, Texas. 


Feb. 16-18 — St. Louis Gift Show, Stal 
ler hotel, St. Louis, Mo. 


Feb. 16-19 — Seattle Gift Show, Ci 
Auditorium, Olympic and New Wash 
ington hotels and the Terminal Sab 
building, Seattle, Wash. 


Feb. 16-19 — ‘Cotton States’ Gift, Jewé 
ry & Stationery Show, Peabody Hot 
Memphis. 


Midwest 
Show, 


Feb. 16-19 — 
Leather Goods 
Chicago 

Feb. 17-21 — NOFA Executive Mag 
agement Development Program, Kellog 
Center, Michigan State University. 

Feb. 22 — Great Lakes Area NOF 


Conference, Dearborn Inn, Dearbo 
Mich 


Feb. 23-25 — Omaha-Midwest Gift Show 
Paxton hotel, Omaha, Neb. 


Feb. 23-28 — New York Gift Show 


Hotel New Yorker and Trade Sho 
Building, New York City. 


Luggage 
Palmer Hous 


March 2-5 — Wholesale Stationers’ Ass# 
convention and trade show, Hotel N 
Yorker and N. Y. Trade Show Building 
New York City. 

March 9-11 — Kansas City “Heart 0 
America’’ Gift Show, Continental hot 
Kansas City, Mo. 


March 9-13 — Boston Gift Show, 
Statler, Boston, Mass. 


March 21-22 — District 5, NSOE 
meeting, The Greenbrier, White Sulphuf 
Springs, W. Va. 


Hotel 


March 28-31 — National Office Furni 
ture Assn. convention and_ exhibi 
Bellevue-Stratford Hotel and Conventio 
Hall, Philadelphia. 


April 6 — Easter. 
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)VERTISED PRODUCTS 


Acco Products — filing equipment — 
page 55. 


Acme Shear Co., The — scissors — 
poge 42. 


Anco Wood Specialties, Inc. 
ing tables — page 53. 


— draft- 


Angler's Co. — memo pad set — page 
59. 


Angler's Co. — underarm briefcase — 
page 56. 


Bonkers Box Co. — files — page 60. 


Bates Mfg. Co., The — stapler — page 
4%, 


Bay Products, Inc. — tool storage insert 
— page 54. 


Bee Paper Co., Inc. — drawing paper — 
page 59. 


Binney & Smith, Inc. — crayons — page 
x. 


Bulman Corp., The — store fixtures — 
page 12. 


Burroughs Corp., — typewriter carbon 
— page 13 


C-Thru Ruler Co. — rulers, triangles, etc. 
— page 59. 


Clark, Keith, Inc. — calendars — page 


Colonial Candle — candles — page 55. 


Columbia Ribbon & Carbon Mfg. Co., 
In. — page 43. 


Craftint Mfg. Co., The — artist's mater- 
iols — page 51. 


Cushman & Denison Mfg. Co. — key 
drawer — page 49. 


Simply circle the num- 
ber of the product or 
service you would like 
to know more about, 
and drop this card in 


bo) Mite 


tell mer 


about these 


119 Dallas Gift Show, The — Show — page 


120 DeJur Amsco Corp. — typewriters — 
page 11. 


121 Dolin Metal Products — transfer files 
— page 61. 


122 Ed-U-Cards Mfg. Corp. — games — 
page 64, 


123 Ellingsworth Mfg. Co. — 
covers — page 4. 


loose-leaf 


124 Eureka Specialty Printing Co. — mail- 
ing labels — page 36. 


125 Faber, Eberhard, Pencil Co. — pencils 
— 4th cover. 


126 Fisher Pen Co. — ink pencils — page 
27. 


127 Gibson, C. R. and Co. — business 
forms — 3rd cover. 


128 Globe-Wernicke Co. — office equipment 
— 2nd cover. 


129 Griffin Mfg. Co. — office knife — 
page 62. 


130 Hassenfeld Bros., Inc. — loose leaf 


reinforcements — page 38. 


131 Heines Publishing Co., Inc. — game — 
page 59. 


132 Howard Stamping Machine Co. — im- 
printing machine — page 64. 


133 Ketcham & McDougall, Inc. 
— page 54, 


— pencil 
134 Kingsley Stamping Machine Co. — im- 
printing machine — page 49. 


135 Koh-l-Noor Pencil Co. — ink pencil — 
page 55. 


MODERN STATIONER Name . 


Tell-Me-More Dept. Business 


Please print or Street 


type information City 


136 Lindy Pen Co., Inc. — ball point pen 
— page 33. 


137 Melind, Lovis, Co. — marking devices 
— page 55. 


138 Merriam, G. & C. — dictionary — page 
35. 


139 Midwestern Mfg. Corp. — portable in- 
sulated ledger file — page 56. 


Modern Specialties Co. — 
string cutters — page 57. 


carton, 


141 Montag Bros., Inc. 
— page 45. 


— writing papers 


142 New England Paper Punch Co. — paper 
punch — page 61. 


143 Noesting Pin Ticket Co., Inc. — paper 
clip — page 58. 


144 Plymouth Rubber Co. — rubber bands 
— page 40. 


145 Olivetti Corp. of America — business 
machines, typewriters — page 3. 


146 Oxford Filing Supply Co. — 
equipment — page 41. 


filing 
147 Paper Art Co., Inc. — paper tableware 


— page 57. 


148 Permacel-LePages — cellophane tape — 
page 6 


149 Roberts, Weldon, Rubber Co. — erasers 
— page 48. 


150 Rowles, E. W. A., Co. — chalkboards, 
bulletin boards — page 58. 


151 Warshaw Mfg. Co. — file folders, index 
cards, — page 52. 


(Continued on other side) 


Position . 





Name 











New Products: 1 2 3 
11 12 13 14 15 
23 24 25 26 27 
35 36 37 38 39 
47 48 49 50 51 


Yours for the asking: A B C OD 


a convenient mailbox. Advertised Products: 101 102 103 104 105 106 

No postage is needed. 109 110 111 112 113 114 115 116 
119 120 121 122 123 124 125 126 
129 130 131 132 133 134 135 136 
139 140 141 142 143 144 145 146 
149 150 151 152 153 154 155 156 
159 160 161 162 163 


Note: Inquiries for items listed not serviced after 3 months from date of issue. 





ADVERTISED PRODUCTS 


152 


153 


by 


(Continued from other side) 


Saginaw Industries Co. — store equip- 
ment — page 30. 


Saxon Paper Corp. — typewriter papers 
— page 57. 

Scripto, Inc. — fountain pen — page 
29. 

Seneca Novelty Co., Inc. — rulers — 
page 60 

Testrite Instrument Co., Inc. — magni- 
fier — page 62. 

Tuttle Press Co., The — paper goods — 
page 53. 


Union Rubber & Asbestos Co. — paper 
cement — page 62. 


Volland, The P. F., Co. — greeting 
cards — page 51. 


Weber, F., Co. — artist's materials — 
page 6!. 


Write, Inc. — carbon papers, type- 
writer ribbons — page 57. 


ie lidated & 





Systems — busi- 
ness forms — page 50. 


Add Sales Co. — store fixtures — page 
34. 


NEW PRODUCTS 


File Locking Bar 


Tape Index Tabs 
Wire Desk Tray 
Luxury Index Book 


Postage 
Will be Paid 


Addressee 


Circuit Tape 

Thick Lead Pencil 
Swedish Typewriter 
Useful Package 
Files 

Spring Designs 
Calling Card Box 
Baseball Dart Game 
Drafting Tool 

New Packaging 
Flip File 

Pencil Display 
Stenciling Set 
Name Plates, Signs 
Bible Selections 
Big Pencils 

Master Stencil 

Tie Clasp Slide Rule 
Calculator 

Wired for Sound 
Brush-tip Pen 
Spray Stencil Ink 
Expanding File 
Waste Basket 
Microfilm Reader 
Tubular File 


Drawer Pedestals 


No 
Postage Stamp 
Necessary 
If Mailed in the 
United States 














BUSINESS REPLY 


FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.&@R., DULUTH, MINN. 


CARD 














TELL-ME-MORE DEPT. 


MODERN STATIONER 


405 EAST SUPERIOR STREET 
DULUTH 2, MINNESOTA 





Printed Tape 

Adding Machine 
Office Furniture 
Perforated Panels 
Shears Display 

Spot Carbon Colors 
Gummed Seal Display 
Photo-Copier 


Transistor Dictaph 


P 





Magnetic Tape 
Paper Punch 
Data Reader 
Pocket Calculators 
Four-color Pen Set 
Office Sweeper 
New Package 

Pen Points 


Aut tic Dp, ind 





Coating for Metal 
Drafting Table 
Forms Carrier 


YOURS 
FOR THE ASKING 


Sales Presentation Catalog 
Copy Machine Bulletin 
Data Processing Guide 
Desk Catalog 

Pen Catalog 


Novelty Catalog 


To obtain additionc 
information on ne\ 
products, literature 

advertised product 
described in this issu 
use this card, which 
provided for your co 
venience. 
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BILL HEAD PADS 
BILL AND DAY BOOKS 
COUNTER CHECKS 


| GIFT AND ARCHITECTS 
CERTIFICATES 


PROMISSORY NOTES 
MONEY RECEIPTS 
STATEMENT PADS 

TRADE ACCEPTANCES 


WARRANTS FOR ORDER 
} ON TREASURER 


UPLICATING TELEPHONE 
CALL BOOKS 


DUPLICATING 
RECEIPT BOOKS 


ih jon (Wyccesés ( 


(TOLD ON GIBSON QUALITY BUSINESS FORMS) 


The superiority of Gibson business forms is 
immediately evident. To the eye, to the touch, 
Gibson’s bespeak the quality bond, the fine 
lithography and careful preparation that give 
business forms a distinctive character. So 

much more impressive in appearance, they retail 
for just pennies more than ordinary forms. Some 
available with dealers imprint on forms and die 
stamped on covers in quantity orders. 


Write for Catalog, Samples and Prices 


(LE thon AND COMPANY 


PUBLISHERS * NORWALK, CONNECTICUT 
New York Showroom: 225 Fifth Avenue 


- - - for more details circle 127 on page 65 





“V.I. P's at every desk 


e 


"ta 


z 
‘a 


a fo ae po "Ink Pencils 


Everybody's important enough 
to have a NOBLOT Desk Pen! 


Meet His Nibs, the new woodcased NOBLOT balance, slimness—and ae cost. 


Desk Pen—companion to your MONGOL lead 
pencils. It’s your handy Eberhard Faber desk 
pen! NOBLOT, the woodcased pen that has 


everything you like about a pencil: lightness, 


SEND FOR FREE SAMPLE OF NOBLOT Desk Pen. 
Check 


Name 
Title 
Company 
Address 


City__ . J — | State 
Attach coupon to company letterhead 


prreneesen epee neee 


lel es) wes 


Choose your 
color: Blue, Black, Red, or Green. NOBLOT— 
No Leak, No Smear, No eae No Transfer. 
Made by the makers of the famous 

MONGOL lead pencil. 


| 
Just 29¢ all 


BBERUARD FABER = 


WILKES-BARRE, ° TORONTO 


This advertisement in PGtaer@ WILL SELL MORE NOBLOTS FOR YOU! 


- - - for more details circle 125 on page 
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